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This helpful new booklet gives the “how” and “why” of comfort 
cooling with moving air. It covers the selection and installation of 
ventilating and cooling systems for all types of homes, as well as 
commercial and industrial areas. Liberally illustrated with draw- 
ings, charts and photos, its 36 pages provide the latest engineering 
and architectural data on “How to Cool for Comfort.” Write for 
your free copy. 


Modern Hunter Methods 


For over 63 years Hunter has been specializing in the manufacture 
of fans. In addition to the Package Attic Fan and Belt-Driven Fan 
(pictured here) Hunter also makes a complete line of Window, 
Pedestal, Ceiling, Oscillating and Exhaust Fans. There’s no finer 
fan than a Hunter . . . for residential, commercial or industrial 
cooling and ventilating. 


Hunter 
FAN & VENTILATING CO., Inc. 


Exclusive Fan Makers Since 1886 
392 S. Front St., Memphis, Tenn.—Sales offices and distr*hutors in principal cities 
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@ ABC is the fastest type of metal-clad wiring system to install. 
@ Easiest to handle . .. Easiest for getting materials on the job. 
@ Wires and raceway are installed together. 

@ One piece from outlet to outlet. 


@ No special tools ... No waste ... No threading... 
No coupling ... No exact measurements. 


Plus these extra ABC features — 


Anti-Short age Tee- \ oS " 

tects the wires from ~ ne Wg 

armor edges. * = , 2 Paths to Ground on Sizes #14 and 
#12 (1) The fiat grounding strip 
provides a continuous /Jow-resist- 


“Dilee Safecote” insulated wires— A) : 
; 3 ance path. (2) The armor itself 

flame retardant, moisture resistant, Ss ‘am en 2 ) k” ° h . ; 
y < 0o channel con- 


easy to strip. . ra 
struction also assures a positive 
path to ground. 


ABC IS EASY TO INSTALL 
WITH “REDEGE”’ BOXES AND “EZ’’ CONNECTORS 


“EZ” Connectors with 
sure-grip bondnuts é " EASY TO CARRY 
and hinge construc- ’ 

f tion... Only one screw ¢ 4 
to tighten . . . Deliv- \ in FAST 
eries from stock AS 
through leading elec- j TO INSTALL 
trical wholesalers. 


““Redege” outlet 
and device boxes 


Sold through leading electrical wholesalers 
NATIONAL 


T ELECTRIC PROOUCTS | Ic PRVOVUCTS 








National Electric 
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RETURN TO Engineering 4 
T.-P. 1.: HEREWITH N.P. O.P. 
LACK. NOS. ARE: O.P. NOT ORDERED 
SEE CHANGED TITLE SLIP[ 
STUB FOR LACKING PARTS [ 
BIND IN THIN VOLUME BECAUSE oF: 
use HEIGHT CEASED PUB. 
VALU= WEIGHT CHANGED SIZE 
PAPER MARGINS 
SERIAL BINDING INSTRUCTIONS 
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You can be sure ma- 
chinery wiring will not 
be damaged by cutting 
oils, lube oils, grease 
and coolants. 


You can install wiring 
in damp locations where 
mold would quickly de- 
stroy other insulations. 














You can wire outdoor signs 
without fear of damage from 
weather and direct sunlight. 








bs 


YOU CAN HANDLE WITH 


U-S-S AMPYROL 


WIRE AND CABLE 


F all the electric wire and cable made, U-S-S 

Ampyrol is probably the most versatile. It can 
be used for hundreds of applications including elec- 
tronic devices, building wiring, switchboards, motor 
leads and shipboard wiring. 

U-S-S Ampyrol insulation is a thermoplastic resin 
compound which is chemically inert. It is unaffected 
by acids, alkalis, oil, moisture, grease and many com- 
mon solvents. It will withstand ozone, oxygen and 
direct sunlight. Ampyrol does not support combus- 
tion. It has excellent aging qualities and remains 
flexible without cracking. 

The chief difference between Ampyrol and other 
polyvinyl chloride insulations is in the method of man- 
ufacture. It is produced by a special process which 
assures better control at the mill. The resulting prod- 
uct is uniformly high in quality and physical charac- 
teristics. 

If you have a difficult wiring job, find out about 
U-S-S Ampyrol. Write for complete information on 


types and sizes available. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
SOUTHERN DISTRIBUTORS 


COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga., U. S. 
Subscription rates, United States and Possessions, $1.00 for one year; Canada and Foreign Countries, $10.00 per year. 


Entered as second class matter at the Post 


Volume 29 


Marietta, Ga., under Act of March 3, 1879 


Number 7 
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@ ABC is the fastest type of metal-clad wiring system to install. 
@ Easiest to handle ... Easiest for getting materials on the job. 
@ Wires and raceway are installed together. 


@ One piece from outlet to outlet. 


@ No special tools... No waste... No threading... 


No coupling ... No exact measurements. 


' | Plus these extra ABC features — ‘ug 


armor edges. ' me Lash 2 Paths to Ground on Sizes #14 and 
#12 (1) The fiat grounding strip 
provides a continuous /ow-resist- 
ance path. (2) The armor itself 
with “bondhook” channel con- 
struction also assures a positive 
path to ground. 


Anti-Short Bushing— Pro- 
tects the wires from 


“Dilee Safecote” insulated wires— 
flame retardant, moisture resistant, 
easy to strip. 
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ABC IS EASY TO INSTALL 
WITH "REDEGE”’ BOXES AND “EZ” CONNECTORS 


“EZ” Connectors with , 

sure-grip bondnuts 2 j . 

and hinge construc- a EASY TO CARRY 
tion... Only ove screw ey \ 

to tighten . . . Deliv- \ FAST 
eries from stock 


through leading elec- PS TO INSTALL 


trical wholesalers. 





“Redege” outlet 
and device boxes 





Sold through leading electrical wholesalers 
NATIONAL 


ELECTRIC PROOUCTS 
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| 12 Permanent Colors. Ampyrol comes in vivid colors 

“ that are solid all the way through the insulation. There 
is no danger ef lost circuit identification because colors 
do not fade or wear off. 
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Library 
University of Texas 
Austin, Texas 
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You can crowd more wiring in- 
to less space because of the 
high dielectric strength of Am- 
pyrol and its resistance to heat. 


You can often rewire 
buidings, without tear- 
ing up the conduit be- 
cause of the increase in 
current carrying capac- 
ity per square inch of 


conduit area. 





You can be sure ma- 
chinery wiring will not 
be damaged by cutting 
oils, lube oils, grease 
and coolants. 


You can install wiring 
in damp locations where 
mold would quickly de- 


stroy other insulations. 






















You can wire outdoor signs 
without fear of damage from 
weather and direct sunlight. 
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YOU CAN HANDLE WITH 


U-S-S AMPYROL 


WIRE AND CABLE 


F all the electric wire and cable made, U-S-S 

\mpyrol is probably the most versatile. It can 
be used for hundreds of applications including elec- 
tronic devices, building wiring, switchboards, motor 
leads and shipboard wiring. 

U-S-S Ampyrol insulation is a thermoplastic resin 
compound which is chemically inert. It is unaffected 
by acids, alkalis, oil, moisture, grease and many com- 
mon solvents. It will withstand ozone, oxygen and 
direct sunlight. Ampyrol does not support combus- 
tion. It has excellent aging qualities and remains 
flexible without cracking. 

The chief difference between Ampyrol and other 
polyvinyl chloride insulations is in the method of man- 
ufacture. It is produced by a special process which 
assures better control at the mill. The resulting prod- 
uct is uniformly high in quality and physical charac- 
teristics. 

If you have a difficult wiring job, find out about 
U-S-S Ampyrol. Write for complete information on 






types and sIzes available. 
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| snoy TO SELECT 


THE WEDGES YOU NEED =. 


FROM THIS... 








a the wood wedges you need in a jiffy 
with an Inmanco Wood Wedge sample card. 
Actual wood samples of the eight styles and 
48 sizes immediately available from stock, and 
a list of 250 other sizes and shapes, make order- 


ing easy. 


“Straight-grain hard 
maple makes it possible 
for Inmanco Wedges to be used 
for really tough applications— 
applications requiring a wedge 
that won’t splinter, sliver, or 
fracture under most assembly 
conditions.” 
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Insulation and Wires incorporated Electrical Specialty Compady — {rsulation ch lacorpor ated { aN Company Western Fibergias Supply, Ltd 
ATLANTA, GA. ge LO& ANGELES;catie. |) <7 

ef Wires Incorporated DETROIT, <_ re 1 — Specidity Company am g CALIF. ST. Louis, MO. 

: ee a lation and Wires lacoporated ibergias Supply, Ltd. Insulation and Wires Incorporated 
BOSTON, MASS. insulation and Wites Incorporated Tri ‘State: rporatibDg \ t 

tnsulation aad Wires incorporated Insutation hein “0s Corppration Western Fiberglas Supply, Ltd. d, f . tL. SAN FRANCISCO, CALIF 

‘ — tig? Manufacturers Corporation id f 

CHICAGO, iit, FORT WORTH, TEX, N. ieee Electrical Specialty Company 

Complete - Reading Electric Co., inc. Insulation andWires Incotporated ulatign Manutactisers Corpgrati Insulation and Wires Incorporated 

insulation Manufacturers Corporation ‘ INE. eke. ILADELPHIA, PA. bie — Corporation 
CLEVELAND, OHIO FRESNO, CALIF. \__! A. Weldon, tne. : lation and Wires Incorporated Western Fibergias Supply, Ltd. 

r , Ltd. cae 

Insulation Manufacturers Corporation Western Fibergias Supply, Cte. er mae, Onn sek Wiksn. 
DAYTON, OHIO HILLSIDE, N. J. jOBILE, ALA. _ rical Specialty Company Etectrical Specialty Company 

insulation Manufacturers Corporation Insulation and Wires Incorporated Electric CoAne. and Wires Incorporated Tri- State Supply Corporation ‘ , 
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DENVER, COLO. / HOUSTON, TEx. f[ >> 


aw HERE To pe bs ee co woop ws DG aN: 


YOURS FOR 
THE ASKING 


The savings in time and effort you gain by 
using this free sample card are carried right 
through to the assembly line . . . for Inmanco 
Hard Maple Wedges are tough ... they with- 
stand rough assembly abuse, lower material 
breakage costs. And tumbling in parafhn gives 
them high moisture resistance . . . permits 
speedy insertion into slots. 

To get your free sample card or to obtain 
more information on Inmanco Wood Wedges, 
just send your name and address to one of the 
offices listed below. Do it today. 


Inmanco Hard Maple Wood Wedges are made exclusively by 
Insulation Manufacturers Corporation 


~ 
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. J. SACRAMENTO, CALIF. 
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~ANW 


(Anaconda 
Network) 











Time-tested since 1932 under all service conditions, subse- 
quent improvements provide additional security in this long- 
famous network cable. 


Tough, easily handled, Type ANW-insulated, neoprene- 
jacketed cable incorporates six important advantages . . . im- 
portant to you for underground duct installation. 


1. Better heat and flame resistance— protected by the same 
neoprene jacket as Anaconda mining cables which must and 
do meet the severe flame test of the U.S. Bureau of Mines. 


2. Higher resistance to duct acids and alkalies— years of ex- 
perience with Type ANW insulation with only a braid cover- 
ing showed it to be highly resistant to oils, acids and alkalies 
encountered in soil and sewage waters. NOW it has the addi- 
tional protection of the neoprene jacket which itself has 
shown by test and experience, excellent resistance to these 


agents of destruction. 
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3. Higher operating temperature— now 75 C copper teis- 
perature, continuous duty, 


4. Superior aging—‘Type ANW insulation has demonstrated 
year after year... and now even better . . . long-aging char- 


acteristics under severe oxygen bomb and air bomb tests. 


5. Low Moisture absorption—Type ANW insulation has 
always had low moisture absorption ... far less than is 


detrimental to safe operation. 


6. More easily handled — passes 180 degree cold-bend test 
at O C without damage to jacket. Cable is lighter, easier to 
pull. No lead to ‘use, insulation and jacket do not support 
combustion. 10044 


WIRE & CABLE COMPANY 


25 Broadway, New York 4, N.Y. 











KAISER ACSR CUSTOMERS 
GETTING DELIVERIES NOW! ° 





A MAJOR NEW SOURCE of aluminum conductor is now making ACSR is the most modern rod, bar, wire, and cable production 
high quality ACSR. equipment in the aluminum industry—manned by experi- 

Permanente Metals’ new plant, centrally located at Newark, enced, highly skilled personnel. A full range of standard 
Ohio, is producing —and shipping —Kaiser ACSR. strandings and sizes is being produced. 

Initial orders are going to REA-financed Co-ops, U. S. Bu- Do you need aluminum conductor? If you act now you 
reau of Reclamation, Bonneville Power Administration, and may be able to take advantage of some early delivery 
public and private utilities from coast to coast. schedules which are still open. Contact any office of Per- 

Assuring the high quality of Kaiser Aluminum Cable and manente Products’ nationwide sales organization. 


Permanente Metals 


PRODUCER OF 





ser 


SOLD BY PERMANENTE PRODUCTS COMPANY, KAISER BUILDING, OAKLAND 12, CALIFORNIA ... WITH OFFICES 


Atlanta + Boston * Chicago * Cincinnati * Cleveland * Dallas * Denver * Detroit * Houston * Indianapolis * Kansas City * Los Ange 
Milwaukee * Minneapolis * New York * Oakland * Philadelphia * Portland,Ore. * Seattle * Spokane + St.Louis * Wicl 


Also available through General Electric Supply Corp., Westinghouse Electric Supply Co., and Line Material Co. 
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& “Regent-Savey 
announces CIRCOOLAIRE 


- - - a new sensational combination for efficient circular fluorescent lighting and 
electric fan to cool the air. This new unit has everything — quality, style, price, 
and popular appeal which adds up to Salability. 


Already CIRCOOLAIRE is in demand for kitchens, bathrooms, re- 
creation rooms, offices and store areas. 








C 832 C 732 
(with Fan) (without Fan) 

@ Constructed of heavy gauge steel. @ Approved and labelled by Underwriters’ 
@ Triple chrome plated finish or “Perma” hard Laboratories, Inc. 

baked white enamel. © tadividusll ked 1 t t let 
@ General Electric Lampholder and _ tension ‘ omg edge one Tap atte 

with 32 watt General Electric Circline Lamp, 

supports. b 
@ C-832 wired with 2 circuit pull switch. in a 200 |b test carton (4 to a Master carton). 
@ C-732 equipped with knock-out for pull switch. @ Immediate Delivery. 


Write, wire or phone for the sensational low list prices on the C-732 and C-832. 


Send for new catalog illustrating our complete line 
of Incandescent and Fluorescent Lighting Fixtures. 


REGENT-SAVO 


NEW ROCHELLE ° NEW YORK 








ELECTRICAL MANUFACTURING CORP. 








Title 608 Project: Courtesy James G. Ludwig, R. A., 


Architects, builders and electrical contractors are switching 
to GENERAL SWITCH equipment because it is: 
Available everywhere through leading wholesalers—No lost 
labor time waiting for GENERAL equipment to reach the job. 
Economical to install—Takes less time to install because of 
compact open construction, integral internal conductors and 
spacious wiring room. 
Thoroughly dependable— Quality materials, rugged design 
and rigid factory inspection. 

ERE are three units of GENERAL equipment which have 

been “application engineered” for and are particularly 

well suited to low-cost housing construction: 
GENERAL SWITCH 33NP4—Ideal selection where an externally oper- 
ated switch is required in combination with a residence panel at the 
point of service entrance. Has the advantage of dead front branch cir- 
cuit fuses yet the entire unit is readily accessible with spacious wiring 
room. Also available in raintight construction. 
GENERAL SWITCH 3614— Where a pull-out switch may be used, this 
equipment offers economy, versatility and compactness. Available for 
flush or surface mounting. Has sub-feed pressure connectors which 
may be used as main lugs, leaving the pull-out switch available for 
range, water heater or other circuit. 
GENERAL SWITCH 33NP and 104— When it is desirable to have the 
branch circuit fuse panel conveniently located remotely from the 
switch, this service entrance switch and plug fuse panel has wide 
acceptance. Residence panel available for flush or surface mounting. 


For availability, economical installation and trouble-free per- 
formance the switch is to GENERAL. Available everywhere 


Architect, West Chester and Upper Darby, Pa. 





33NP4—EXTERNALLY OPERATED 
SAFETY SWITCH COMBINED WITH 
BRANCH-CIRCUIT PANEL—30 Amp, 

3 wire, 2 plug fuse quick-break knife blade switch 

with four plug fuse branch circuits. Bus-bars between 

switch and fuse block save wiring time. > 





3614—SINGLE PULL OUT SWITCH COMBINED WITH 
BRANCH-CIRCUIT PANEL— Available in 30 or60 Amp 
with up to 6 branch circuits or in 60 Amp with as 
many as 12 branch circuits. Surface or flush. 








33NP—EXTERNALLY 
OPERATED SAFETY 
SWITCH—3 wire, 2 plug 
fuse quick- break knife 
blade switch for use as 
service entrance equip- 
ment. 


104—BRANCH-CIRCUIT 
or RESIDENCE PANEL— 
Available up to 32 plug 
fuse circuits. Flush spring 
catch. Surface or flush. 


Ask your ubolesaler or 
write today for the 
GENERAL SWITCH 
68-page catalog 





exclusively through Wholesalers. 


S “p iT C Ht CORP. 


49 ROEBLING STREET, BROOKLYN 11, N. Y.*Sales Offices in every major city 
ELECTRICAL SOUTH for JULY, 1949 
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PUT YOUR PLANT 


= ATYOUR FINGERTIPS — 


BY 
STALE G via GRAYBAR 
IN WITH SIGNALING via 
Just flick a lever to call or talk with any key employee, any- 
where in your plant! Clear, fast communication among your 
various departments will save many hours of time ordinarily 
1 1 lost in locating personnel, issuing urgent orders, and checking 
1 1 plant operations. Via Graybar, you can get all the proper 
2 3 4 5 equipment for every type of voice or code-paging requirement. 
i 


: {uu UU From “intercom” to siren 


pwaRro? 





There's Webster Electric Teletalk, an amplified communication 
system that connects you directly with personnel at selected 
points in your plant. It relieves switchboard congestion and 
saves countless steps through two-way or multiple inter-office 
conversations. There’s the Edwards Lokator, a paging system 
that speeds location of personnel throughout the plant. Installa- 
tions can be made with a wide variety of signals — from 
buzzers, musical notes or silent flashing lights to bells, horns, 
or howlers that will penetrate any plant noise. Or you may 
like U.S.I. Sound-powered Telephones. For common or selec- 
tive talking systems, these hand-sets transmit distortion-free 
conversations over long circuits without external power! A 
rugged weatherproof set is available with magneto howler 
signals. For warning, Graybar has Benjamin and Federal 
sirens. 


Expert help in planning 


Your local Graybar Representative will give you or your elec- 
trical contractor complete information on all types of talking, 
calling, warning, and locating equipment. The help of a Gray- 
bar Signaling Specialist is available in choosing the best com- 
bination of devices and accessories for your particular need. 


Other electrical systems 


Graybar offers you similar service in the selection 
and procurement of supplies for lighting, wiring, 
ventilation, and other electrical installations. 
Graybar Electric Company, Inc. Executive 
offices: Graybar Building, New York 17, N.Y. 
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IN OVER 100 PRINCIPAL CITIES 
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PLANT PERFORMANCE THAT MEANS 


Ceramic laboratory — 
raw material control r ) 


IN HIGH VOLTAGE INSULATORS 


High voltage porcelain insulators made at Victor 
have been acclaimed for their performance on important 
: transmission and distribution systems the world 
Kiln temperature over. This ‘‘on-the-job”’ performance is the result of top 
performance right in the Victor plant. Through the 
various processes of porcelain production . . . mixing, 
extruding, forming and glazing .. . firing, assembling 
and testing .. . CONTROL is the watchword. It is 
this modern plant-wide control which assures high 
voltage insulators of superior performance—electrically, 
mechanically, dimensionally. For your standard 
or special insulator requirements, specify Victor! 


Routine high frequency 
and 60 cycle flashover 


i 6 | R Look for this 


INSULATORS Inc. 3 Ye ce mort of 


enduring service 








VICTOR, NEW YORK 
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UNITED STATES RUBBER COMPANY 


KADERSHIP 


in electrical wire 
and cable value 


LEADERSHIP CALLS FOR EXPERIENCE 

A century of active participation in the development and 
manufacture of over 30,000 products, including 70 years 
in the field of electrical wire and cable, has given our 
technicians an added skill and knowledge which makes 
them authorities and specialists in their fields. 


LEADERSHIP CALLS FOR COURAGE 


So strong and constant has been our desire to produce 
new and better products, that we have always been the 
pioneer in our field. Even against odds and at great 
expense, we have always had the courage to look ahead 
and to go ahead ‘to new horizons. We have invested in 
vast scientific projects, have amassed unlimited data and 
have built great modern research and testing laboratories. 


LEADERSHIP CALLS FOR ACCOMPLISHMENT 
The result of these efforts have been many amazing 
products, such as LAYTEX® RU, the world’s smallest diam- 
eter, lightest weight, natural rubber covered building 
wire—the new U. S. SERVICE ENTRANCE CABLE with 


UNITED STATES RUBBER COMPANY * 


1230 Avenue of the Americas 


Laytex insulation and Neoprene cover, the first such 
cable ever approved by Underwriters’ Laboratories— 
the ELECTRIX PLUG, first all-rubber plug ever perfected 
—USKON, the miracle electrical radiant heat from the 
ceiling that has completely revolutionized America's 
heating conceptions. 


LEADERSHIP CALLS FOR VALUE 

In order to. be sure all “U. S.” electrical products deliver 
the utmost performance, there is the close-working team 
of the U. S. Wholesaler and the U. S. Rubber Salesman. 
This team is always on the job...working out more 
economical, more practical methods... ways to make 
sure “U, S.” products yield the greatest value to purchasers. 


LEADERSHIP CALLS FOR VISION 
Today, as in the past, “U.S.” is still a pioneer in the elec- 
trical industry... still going forward in its search for 


.. scientific. discoveries ... pledging itself to continue the 


research, the development and the efficiency needed to 
manufacture new and still better products. 


ELECTRICAL WIRE & CABLE DEPARTMENT 
Rockefeller Center, New York 20, N. Y. 


What price liberty? 


Ir was Daniel Webster who said, 
“God grants liberty only to those who 
love it and are always ready to guard 
and defend it.” 

Today in our yearning for “security”, 
we are inclined to forget about that 
“liberty” for which this old bell rang 
out. The two are not synonymous. 
When we permit a benevolent govern- 
ment to assume more and more respon- 
sibility for housing, feeding, hospital- 
izing, and even entertaining our citi- 


zens, we must in return expect to 
surrender more and more of our per- 
sonal rights and liberties. 

Actually, the only security any man 
can enjoy with liberty is the security 
he earns through his own initiative, re- 
sourcefulness and productivity. As 
community leaders, it is our responsi- 
bility to help our fellow citizens realize 
that for the delusion of government- 
guaranteed security they are sacrific- 
ing liberty. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1], Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON, ALLOY AND YOLOY STEELS 


ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES. 
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PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT. j...... 


Q 


“TN TER NATIONAL” 











More discriminating users selected Pittsburgh 
Permaflector Lighting Equipment for their 
Gold Seal and Merit Awards than that equip- 
ment of any other manufacturer. 

Over 20% of the Gold Seals awarded at the 
3rd International Lighting Exposition for out- 
standing lighting installations, incorporated 
Pittsburgh Permaflector Equipment. 

This record of achievement is evidence that 
creatively and practically ‘‘Pittsburgh Perma- 
flector’’ is preferred by men who know light- 
ing best. : 


GOLD SEAL AWARD fo: 


J. L, Phillips, Electrical Engineer 
for EXCHANGE NATIONAL BANK 
Warren, Knight & Dovis, Architects 


a 


If you too want to achieve superior 

lighting results, our Engineering 
Department will gladly assist 
Write today. 


GOLD SEAL AWARD fo: 


Paul E. Keys, Duquesne Light Co. 
for S. H. DEROY, Jewelers 
Hyman Rosenberg, Architect 


“Dinsburéh” 


on 


405 OLIVER BUILDING, PITTSBURGH 22, PENNSYLVANIA 





Permaflector 





Permaflector Lighting Engineers in All Principal Cities 


PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
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One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your job. % a 


OME COMPANIES look upon ad- 
S vertising as an expense. When ex- 
penses have to be cut, the advertising 
budget looks like a good place to 
begin. 

The only trouble with that theory 
is — it won’t work. 

Advertising can become expensive 
when you don’t use enough of it. And 
“NO advertising’”’ can cost far more 
than the “saving” it appears to 
create. 

It’s like failing to lubricate a piece 
of valuable machinery. You save the 





How much would 
NO advertising cost 
your company ? 


cost of the lubricant -—— but eventu- Can advertising perform all five 
ally there’s a big repair bill to pay, —_ of these steps? No, it usually takes a 
not to mention desea production good salesman to handle the last two. 

losses while the machine is idle. Me 
x : ; But advertising can save much of 

Advertising works something like : : 

: : gait his valuable time. 
a machine. It is the application of 

nan nat -line rng “4 the = By mechanizing the missionary job, 
ae iia oe a ee ee advertising becomes the most efficient 
method of manufacturing sales at a 


1. Seeking out prospects i : : 
2. Arousing their interest profit. Especially when it appears in 


3. Creating a preference for the business press, where it is concen- 
your product ted eile Seo 
4. Making a specific proposal trated among your company's bes 


Closing the order prospects — and no one else! 


o 
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is a member of The Associated Business Papers, who have published q) Q 
an interesting folder entitled, ‘How much does NO advertising 
cost?” We'll be glad to send you a copy. Also, if you'd like reprints 
of this advertisement (or the entire series) to show to others in your 
organization, just say the word. 
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Library 
University of Texas 
ee 7 astinnsTexas 


J-60/308 


8-inch Enameled 






glass, 
Chromium finish 
holder. 


) Also J-53/306 


a 4 <=. 


4 
i 
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vV-1508 ~~“ 
Chromium ceiling 
holder. Enameled 
glass with sparkling 
crystal bottom. 


Similar units V-1506 


= = (6-inch) and V-1510 
——> (10-inch) 





Practical Units for Kitchen or Bath... 





for good lighting, these modern 
enclosing units by Virden are pleasingly 
practical. They combine simple lines with 
decorative crystal accents... fit a wide t 
variety of needs in the home. They offer 
an attractive choice in shallow or deep 





- . . scdlede J-60/208 

ceiling units . . . and in downlighting Ceyetat Gadiom cuqussted 

wall units for use over mirror, sink or oo ig were 24g 
counter. Best of all, they're outstanding ae en ree 










values . .. thanks to Virden ‘‘know- 
how” in mass production. 


VIRDEN value 7 Flash! Ask your Virden wholesaler for 
a copy of the new ‘Bargain Book’’ 





J-53/303 
Enameled glass- 
were with crystal 
bands and bottom. 
Also J-53/CO/303 
same with outlet 


For extra valve . . . ask for the 
box with the big green "V". 


V-53/153 
Diffusing enameled glass 
with crystal bottom. 


Also V-53/CO/153 same 
unit with outlet. 


John C. Virden Company ° Cleveland, Ohio 
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Type ND1B Dublbrak 
Circuit Breaker Panel- 
boards combine the fin- 
est features of automatic 
thermal trip with quick- 
acting, double make and 
break connections. Indi- 
vidual, heavy-duty type circuit breakers provide automatic 
protection against overload or short circuits. Standard or 
narrow column types for easy installation .. . assembled to 
fill individual needs with long, trouble-free service. 


Capacities: 15 to 50 amperes, 4 to 42 branch circuits, 125 volts 
AC or DC, 3 or 4 wire solid neutral mains. 





Type NACIB Tnermag 
Circuit Breaker Panelboards 
are tailored to fit your needs. 
The thermal-magnetic ac- 
tion of the individual circuit 
breakers provides time-lag 
characteristics on momen- 
tary, harmless overload, and instant and automatic protec- 
tion against short circuits or dangerous overloads ... in 
hotels, stores, institutions, and public buildings. These fuse- 
less panelboards are available in a variety of sizes .. . fur- 
nished in standard or narrow column types .. . and built 
for long-lasting performance. 


Capacities: 15 to 50 amperes, 120 volts AC only—4 to 42 branch 
circuits with 3 or 4 wire solid neutral mains. 
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The value of any panelboard lies within! Make cer- 
tain you buy long-lasting, trouble-free performance 
for lighting branch circuit service. 

Whatever your preference—circuit breakers or switch 
and fuse... whatever your needs... few or many... 
Panelboards are standardized in design, but tailored 
for your particular installation. 

Shown here are but three (A Panelboards... all Under- 
writers’ Laboratories, Inc., approved ... any one of 
which will fill your panelboard needs... all of which 
will supply the dependable, long-lasting performance 
you want. 
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LNT1P Safety-type Panel- 
boards combine single pole, 
heavy-duty tumbler switch 
and plug fuse into a four cir- 
, cuit standardized section. 
P ‘ The @ Tumbler Switches are 

of quick-make, quick-break 
type with double break contacts. All parts, including switches, 
are applied from rear, providing safety under all operating 
conditions ... year after year. The @ LNT1P Panelboard is 
excellent for practically any industrial or commercial installa- 
tion requiring panel boards for centralized switching control. 


Capacities: 30 amperes, 250 volts, 4 to 42 branches, for 3 or 4 
wire solid neutral mains. 





Ask for Bulletin 301 


Frank eldam Electric Co. 


ST. LOUIS 13, MISSOURI 


Mahers of BUSDUCT * PANELBOARDS * SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES ¢ LOAD CENTERS * QUIKHETER 
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LOW-COST INSTALLATION! 
Easier, quicker installation . .. no suction box 
to build! The COOLAIR Package includes all equip- 
ment needed for a complete home Breeze Condition- 
ing system. 


AUTOMATIC SHUTTER! 
Patented COOLAIR shutter opens and closes auto- 
matically as fan is turmed on and off . . . closes 
automatically in case of fire. 


QUIET OPERATION! 


Exclusive sound-absorbing springs, SKF ball bear- 
ings, 8-blade design, give your customers cool, 
quiet home comfort. 


CERTIFIED RATINGS 
Choice of SIX sizes of single 
and twin units .. . all rated 
in accordance with ASHVE 
Test Code. There’s extra 
profit in selling COOLAIR 
Fans! See your Coolair dis- 
tributor or agent. 





american COOLAIR corporation 
Jacksonville 3, Florida 
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Undertloor Ducts 


For Flexibility 


FLoor CABLES and overhead drops 
for paper machinery power supply are 
completely eliminated in one of the 
Southwest’s most unusual electrical 
contracting jobs—the wiring of Ok- 
lahoma Paper Company's new con- 
verting plant in Oklahoma City by 
the Oklahoma Electrical Supply 
Company, local contractors. 

Wiring of the 130 by 250-foot 
plant building represented one of the 
most difficult contracts ever tackled, 
according to E. “Doc’’ Griffv, vice- 
president of Oklahoma Electrical 
Supply Company, inasmuch as the 
paper company had no predetermined 
plans for location, of the 130 ma 
chines which were involved, but at 
the same time specified that there 
were to be no exposed floor cables 
criss-crossing the aisles between the 
machines. 

“Because of several production 
problems, the building was completed 
before the actual machinery lavout 
could be worked out,” Mr. Griffy 
explained, “with the result that when 
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the Oklahoma Paper Company came 
to us for power wiring and a light- 
ing system, there was little to work 
with except several restrictions.” 
First, aiming for the Southwest’s 
most modern and eve-appealing pa- 
per plant, the company insisted that 
all lighting fixtures be installed above 
the level of steel trusses supporting 
the roof, both for good appearance 
and to make possible the moving of 
huge stacks of paper cartons f:om 
point to point without fouling on 
lighting fixtures. Next, for the same 
reasons, it was specified that no 


The outstanding characteristic of 
this paper box fabricating factory, 
which contains more than 130 
electrically operated machines on 
the factory floor, is the complete 
absence of overhead _ electrical 
drops to the machines and floor 
cables. An underfloor duct system 
in the shape of a grid permits the 
installation of electrical outlets 
wherever machines may be located. 


overhead drops to supply power to 
the machines be used, as is frequent 
lv the method in buildings of similar 
construction. Lastly, the paper com- 
pany officials stressed the need for 
absolutely clear aisles, to provide un- 
restricted movement of dollies and 
lift trucks from machine to machine 
without danger of snapping cables o1 
interrupting power service. 

“Not only were these problems to 
be contended with, but we had only 
three weeks before the floor was to 
be poured,” Mr. Griffy added, “which 
meant that the solution had to be 
developed fast. In other words, sum- 
med uv, the paper plant had to have 
an exceptionally clean, concealed wir- 
ing system, and one which could be 
altered or changed at any time to 
accommodate installation of machines 
as vet unplanned.” 

After a thorough study of the 
building, Mr. Griffy proposed a svys- 
tem of underfloor ducts for power 
supply cables, so arranged that each 
could be tapped with precision at 
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floor poured before Oklahoma Pow- 
er Company worked out a satisfactory 
arrangement for the 130 machines 
involved, including printing presses, 
(Continued on page 60) 
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This diagram shows the general arrangement of the factory floor. The 
underfloor type duct permits the extension of electrical circuits from any 
panel to practically any point on any duct. Available at each panel are 
the following services: 208-volt, three phase; 208-volt, single phase; and 
120-volt, single phase. Junction boxes have been installed throughout at 
the points where the underfloor ducts cross, and special “‘after-set” inserts 
can be used to tap the underfloor duct at any point along the run. 
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Power supply into the building is 
through a 1200 ampere main breaker 
and distribution panel, which direct- 
ly feeds an elevator, plus the various 


any later date without undue drilling 
or tieing up of floor space. ‘This 


, Five these supply centers are 
was approved, and Oklahoma Elec- Wwe of these suppl ¥ 


spaced around the walls of the 
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trical Supply Company started opera 
tions with a five-zone distribution 
center plan. Power for the 130 ma 
chines now in operation is supplied 
through a grid of rows parallel to 
the building walls, installed on 14 
foot centers, with cross rows on 50- 
foot centers running across the width. 
These ducts, 10 inches below the 
floor level, are tied into five dist-i- 
bution center panels. spaced evenly 
around the perimeter of the floor. 

The load centers, as shown, con- 
sist of two-panel installations at equi- 
distant intervals around the four walls 
of the plant. The two section pan- 
els, divided in the center, were nec- 
essary due to the short height of the 
brickwork walls of the plant, which 
is 98 per cent glass windows. Ordi- 
nary vertical panels thus would have 
projected above the level of the win- 
dow casements. 

Panel make-up includes a 208-volt, 
3-phase power supply center, a 208- 
volt single-phase power center, and a 
120-volt single-phase center for light- 
ing service. All five boards are de 
signed so that each services a specific 
zone of machinery, with switches pro- 
viding limited amounts of power as 
necessary. Also, the five panels com- 
bine fusing and disconnect opera- 
tions close to the scene, so that if 
one department must work night 
hours, it is readily possible to utilize 
only power and lighting for that zone 
through its particular panel center. 
“This saves many extra steps as well 
as wasted expense,” Mr. Griffy in- 
dicated. 
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panels in the plant, and the lighting 
system in the adjoining office and 
sales building of the paper plant. 

It was several weeks after the grid 
supply system was installed and the 


paper converting plant at approxi- 
mately equal intervals. Each supply 
center serves a particular zone of 
the factory. The underfloor duct 
system makes it possible to extend 
circuits to individual machines at 
practically any point on the factory 
floor. 





This detailed view of one of the 130 electrically operated machines in the 
Oklahoma Paper Company plant shows how the electrical connections are 
made at each machine. At the right, the circular cover plate of one of 
the regular junctions of the underfloor grid duct system is shown. Directly 
under the machine, is one of the “after-set” inserts used to provide an 
electrical connection to the machine at the various spots wanted. These 
“after-set” inserts can be installed at any point on the floor duct system 
shown in the accompanying diagram. 
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Lighting 





Specialists 


--- how a Miami contractor has 
specialized in lighting with good 


SPECIALIZING to a large degree on 
lighting installations, Riverside Elec- 
tric of Miami, Fla., has found this 
an excellent field for their efforts. 
Business people, they have discover- 
ed, have become increasingly light 
conscious. Especially is this true of 
merchants and merchandising con- 
sultants. The latter stress efficient 
illumination as a necessary adjunct 
to quantity selling on the theory that 
customers more readily will buy mer- 
chandise they can see well rather 
than that which is dimly lighted. 

During recent months, Riverside 
has made several newsworthy light- 
ing installations. Among these is a 
store lighting job at Sterling’s De- 
partment Store, 5725 S. W. 8th 
Street, Miami, and another for Carl’s 
Market (a large, local food chain) 
at 4297 West Flagler Street. Last 
but not least, there is an excellent 
job of lighting Riverside’s own ap- 
pliance display room at 1350 West 
Flagler Street. 

The Sterling job is a prime ex- 
ample of the “light it and sell it” 
principle. B. A. Sterling, the store’s 
owner, has a dual merchandising ob- 
jective: (1) to attract customers to 
his store and, (2) to highlight mer- 
chandise offered for sale. Southwest 
8th Street (locally known as “Tami- 
ami Trail’) is a main east-west traf- 
fic artery which passes through some 
of Miami’s most densely populated 
residential areas, crosses the Ever- 
glades, and terminates on Florida’s 
West Coast. 

Sterling’s has a customer potential, 
not only from urban areas but also 
from inhabitants of the scattered 
communities along the “Trail’”—peo- 
ple who use Miami as a shopping 
center. One Sterling objective is to 
“stop” shoppers bound for Miami’s 
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downtown area before thev get there 
—stop them at his store. And, here 
is where lighting enters the picture. 
After dark, his store is an illuminated 
highlight in a wide expanse of in 
ferior lighting. 

As a primary “traffic stopper,” the 
store has a roof-mounted sign of 6 
foot-high, channel-type, stainless stee! 
letters. These letters are illuminated 
at night by double rows of recessed 
neon tubing. Merchandise, in “open- 
vision” display windows, 52 feet long. 
is highlighted by 14 spots 
and § recessed fluorescent fixtures. 


recessed 


The store interior (52 feet by 105 
feet) has 3 main aisles, running par- 
allel to the store’s longer dimension. 
Over each of these aisles is a contin 
surface-mounted, 


fluo- 


uous run of 








Mitchell “slimline” fixtures in con- 
tinuous runs provide Carl’s Market, 
Miami, with an illumination level 


of 52 foot-candles at shoulder 


height. 


by Harrie H. Bierman 


results 


rescent fixtures. There is a total of 
38 of these fixtures, each of which 
contains four 40-watt lamps. 

In addition to this general store 
illumination, there is a good bit of 
special merchandise-display lighting. 
The store’s sidewalls are lined with 
glassed-in display cases. Merchandise, 
in the latter, is highlighted by approx- 
imately 400 feet of 15 mm., 3500 
degree Kelvin cold cathode tubing. 
This is cove-installed in double rows, 
providing high-efficiency illumination 
with a considerable degree of “color 
faithfulness.” 

At the rear of the store, there are 
two departments—shoes and _ ladies’ 
ready-to-wear—to which “store traf- 
fic” is channeled by the longitudinal 
aisles. Each of these departments is 
of circular design. Three quarters 
of the “circle” is structural, while the 
other one quarter is a visual effect 
created by markings on the floor 
covering (rubber tile). 

The structural portion of the “cir- 
cle,” in the dress department, is form- 
ed with glassed-in, side-wall display 


cases, containing hanger-hung §gar- 
ments. These cases are lighted by 


double rows of 20 mm., 3,500 degree 
K. cold cathode tubing. This is con- 
cealed in coves built into the fixtures 
by their manufacturer. 

In the exact center of the depart- 
ment’s ceiling, a lighting fixture of 
unique design points up the circle 
“motif.” This fixture (especially 
made by Riverside Electric) consists 
of 3 circles of fluorescent tubing sur- 
rounding a ground glass cylinder. 
The latter is joined to the fixture 
ensemble by a chromium plated chain 
attached to a chromiumed, circular, 
bottom piece. The chain serves also 
to suspend the fixture from the ceil- 
ing. 
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To illuminate the interior of wall , 


display cases and to highlight dis- 
played merchandise otherwise—on 
display tables, for example—louvered 
fixtures are recessed into the ceiling 
at strategic points in the shoe and 


dress departments. There are 4 of eo" ¢ ¢.*% ¢. 
- tote ° , 9 ‘ie ¢ 

these ceiling “spots” in the _first- »* 8 2°5'e a 'n's'e'poatata ty ntata mre wre Mel el cutee 

named department and 6 in the sec- & vee ata? *S@9 009 @ es oes 4. 

ond, plus 3 fixtures in front of the 7 _@ eae ae dd al od tk eee 0° cs 


latter. These fixtures are equipped eke" * * 
with 150-watt, frosted Mazda lamps, 
a total of 13 fixtures. 

Across an aisle from the dress de- 
partment is the shoe department. 
This duplicates and points up the 
“circle” idea car-ied out in the for- 
mer. Except for fewer “spots” and 
the absence of the central fixture. 
the lighting system used in the shoe 
section duplicates that in the dress 
department. <A total of approximate- 
ly 340 feet of cold cathode tubing 
was uced in these two departments. 

The light and power company’s 
“service” to the store is supplied 
from pole-mounted transformers at 
the front of the building. From this 
point, the service is extended over 
the roof to a main panel at the rear 
of the building. The service, con- 
sisting of three 500 MCM and one 
No. 1 wires in 4-inch conduit, is 
supported on a wooden cradle cut 
from 2x8 lumber and mounted on 
the building’s flat roof. 
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The lighting branches—both for 
general store-illumination and_ for 
window lighting—consist of three 
No. 1 wires contained in 1 1/2-inch 
conduit. Both leads are single phase 
and each terminates in a 100-amp 
panel. The store-lighting panel has 
29 “live” and 2 “spare” circuits. 
while the window panel has provision 
for only 16 circuits. 

At Carl’s Market, Riverside Elec- 
tric had a problem similar to that at 
Sterling’s except that the powering 
requirement was greater. This latter 
requirement consisted of store, sign, 
and parking lot lighting, plus pow- 
er for refrigeration and air condition- 
ing. This meant that the store had 
to be provided with 110-volt service 
for store lighting, 220-volts for re- 
frigeration (both single phase), and 
220-volt, 3-phase for air conditioning. 

Riverside Electric brought the elec- 
tric service into the structure (a dis 
tance of about 20 feet) by means of 
two 900 MCM and two 500 MCM 
wires in 4-inch conduit to a main 
panel. Two of the wires to the latter 











In the top picture, cold cathode tubing, concealed above the wall display 
eases and recessed ceiling “spots” dramatize merchandise in the ladies 


were 110-volt legs, while one of the ready-to-wear department at Sterling’s Department Store, Miami. Middle 
smaller diameter wires formed the picture, high-efficiency illumination serves this suburban store as a traffic 
“high leg,” and the other, the neutral stopper.” Double rows of neon tubing in channel-type sign letters, plus 


Thus. the 3 ded ty f t well lighted display windows, catch the eye of city bound shoppers. Bottom 
nus, the zo ed types of curren picture, aisle-long runs of fluorescent fixtures make this store a “see it and 
(Continued on page 58) buy it” merchandising mart. Light-level at table height is about 40 ft-c. 
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SOMETIMES an ouncc of brain is 
worth a ton of muscle. By dreaming 
up a way to heat conveying pipe with 
electricity instead of steam, Hilliard 
Travis has discovered how to give 
American contractors thousands more 
in business, and pipe users tens of 
thousands in cost saving. 

It all happened at the Tennessee 
Biscuit Company’s plant in Nashville 
where Travis Electric Company was 
doing a $70,000 wiring and installa- 
tion job. While overseeing this work, 
‘Travis noticed a network of copper 
piping which Tennessee Biscuit had 
installed to convey liquid chocolate 
from one mixing vat to another in the 
mixing of pastry. 

This company, by the way, makes 


Industrial Heat 


Industrial areas hold unlimited opportunity 
for the contractor who will learn to apply 
heat electrically and to sell its advantages. 


by Ross L. Holman 


be heated to a certain temperature to 
make the liquid chocolate stay liquid. 
If the pipe cools off too much, the 
chocolate congeals and stops flowing. 
If the pipe gets too hot, the chocolate 
crystalizes. 

Pastry and confection manufactur- 
ers have heretofore kept the pipe heat- 
ed with steam. One day while Travis 
was still there, ‘Tennessee Biscuit 
called in the representative of a local 


manager complaining about this huge 
cost, he began wondering why this 
pipe-heating job couldn’t be done 
electrically instead of plumbingly. 
Then. suddenly, he came up with the 
answer. 

He went to Mortimer Howard, the 
Biscuit manager, and got permission 
to wrap the pipe with soil-heating 
cable—the kind you use in hot beds— 
to see what would happen. Well, to 
make a short story shorter, it worked 


plumbing company to get an estimate 

on the cost of steam-heating the pipe 

the usual way. His bid was $1,700. 
When ‘Travis heard the Biscuit 


















all kinds of cookies, pastries, etc., in 
which sweet or sugary liquids have to 
be used. ‘The conveying pipes must 


like nobody’s business. Every foot of 
conveying pipe is now wrapped in 
electric cable with perfect thermos- 
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TO SUPPLY 
‘ 
CHANGE AUXILIARY CONTACTS TO Shown here are the details of the soil heating cable 
WILL ENERGIZE PILOT LIGHT. _ installed in the Tennessee Biscuit Company to maintain 
C1 chocolate syrup at the proper temperature while flow- Z 
a. Le ing through copper pipes. Also shown are the details 
for connecting the control relay and thermostat. Ap- : 
T THERMOSTAT proximately 400 feet of two-conductor soil heating 
= c2 cable was used. Each 100-foot length of cable was 
TI "T24 energized at 220 volts which established a flow of a iy 
b fraction more than 2 amperes. The total energy con- 4 
sumption of the 400 feet of cable is 1,840 watts, ap- 
proximately, 
CHEATING CABLE 
1 
' 
1 
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tatic control, and tive entire job cost 
the Biscuit company not $1,700, not 
$1,000, but $250. That price is all 
the user had to pay for the competed 
job on 120 feet of pps. Liquids 
flow just as freely as they ever did 
under the steam-heating technique at 
much less operating cost. 

As one can see in the accompanying 
photograph, connections were made 
from the heating cable to the power 
feed in outlet boxes, which can be 
seen near the ceiling above the pipes. 
l'emperature must be kept above 100 
degrees and below 130 degrees. ‘The 
thermostats which ‘Travis installed 
keep it around 120 degrees. 

Chis device proved an ideal answer 
to the pipe-heating job that General 
Flectric, whose soil cable was used, 
sent a representative to get the de 
tails to be publicized in a broadside 
from its national headquarters. 


The application of soil heating cable to copper pipes carry- 
ing chocolate syrup proved to be an economical solution 
to a difficult problem in the Nashville plant of the Ten- 
nessee Biscuit Co. Previously, the biscuit company had 
used steam pipes strapped to the copper flow pipes as a 
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Iravis says he feels right mean 
about robbing the plumbing industry 
of one of its important jobs, but if the 
clectrical industry can do it better, 
cheaper, and with fewer headaches to 
the user—well, that’s progress, and 
who has a right to complain? It 
should create a brand new field of 
selling possibilities for the electrical 
contractor. 

Mr. Howard, the Biscuit manager, 
savs he is so well pleased with the job 
in his headquarters plant at Nashville 
that he is going to have the conveyor 
pipes in all of his branch 
plants electrically heated. Both he 
and Mr. ‘Travis say the same heating 


southern 


method can be applied to numerous 
other industries for pipes conveying 
suga: syrup, maple syrup, molasses, 
heney, asphalt, many kinds of chem- 


ica's, and so on. 

















Water pipe above ground can be 
kept from freezing by wrapping with 
cable, and there are literally thousands 
of cases where this would be more 
practical than putting pipe under 
ground or enclosing within freeze 
preof walls. Heating cable is an easy, 
inexpensive way to keep roofs, gutters, 
caves, and downspouts free from ice 
dams, thus protecting interior walls 
and ceilings from water damage. With 
such a large field of new selling pos- 
sibilities it remains for 
everywhere only to 
and look around. 


contractors 
open their eyes 

Mr. Howard says that he has saved 
not only on installation costs but 
maintenance expense. When con 
veyor pipe is entwined with steam 
pipe, it has to be continually serviced. 
Not only that, but a special boiler 


(Continued on page 58) 
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means of maintaining the temperature of the chocolate at 
exactly the right value. For the installation shown here, 
involving a total of 120 feet of copper pipe, the electrical 
installation cost only $250 as compared with an estimated 
cost of $1,700 for a steam heated installation. 
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Service for Industry 


Maintenance Service for any type fr 
of electrical equipment on a con- 
tract basis appeals to customers 


MAINTENANCE SERVICE for industry 
has proved to be a profitable specialty 
for the Cherokee Electrical Company, 


operating in the industrial city of 
Kingsport, Tenn. Although the com 
pany will write a maintenance con 


tract on practically any type of elec 
trical equipment, its principal business 
is the maintenance of fluorescent 
lighting installations, incandescent 
lighting, electrical motors, and small 
commercial refrigeration. 

“$500 reward if our lighting service 
does not give you 10 to 30 per cent 
more light from your present fixtures.” 

This quote from one of the com- 
pany's recent advertisements shows 
how this organization has established 
itself so successfully in the mainte- 
nance field. Prospects are shown that 
they will save money by making use of 
the Cherokee’s maintenance service; 
and customers are kept on the books 
through contract renewals by making 
certain that they do save money. 

One of the most important features 
in the operation of such a service, ac 
cording to R. H. Wooltorton, presi- 








If You Have Lighting Worries 
| Let Us } i 
| Wash Your Fixtures Every =| 
| 90 Days 


Replace All Bad Flvorescent Tubes, Starters, Sockets 
aod Transformers 


| 
dent and manager of Cherokee Elec- All For Small Monthly Charge ; 


by Warner Ogden 


trical Co., is the prompt replacement | No Extras 
of burned out lamps. The Cherokee | For Further Detalls or Free Estimates - 
operations arg set up so that replace- | Phone 2480 





ments in the Kingsport area are made CHEROKEE ELECTRICAL co 
by - {| 
within an hour from the time the } 9 4 
Phone 2480 


Bristol Hwy. and Oak 








lamp outage is reported. | 





i:xplaining the over-all operations 
of the firm, Mr. Wooltorton said: 


nas : ; Above is a newspaper ad appearing 
he idea is service and taking care 


f in a Kingsport, Tenn., paper re- 
of the customer. We spent about cently which calls the prospective 
two years studying different systems customer’s attention to the conven- 

wel: mee im eee eee id aie ient lighting maintenance service 
Aric TRING O Nese Plans anc C provided by Cherokee Electrical 


for service for our customers. With Co. Elmer Goins is shown below 
our fully trained crews and equip- servicing a fixture. 

ment, we are able to do this work 

cheaper than any plant or store is be eed 

able to do it with their own employees. 

“We always request customers to 
work up a past cost of doing this same 
type of work and compare it with our 
costs. Very few companies have ever 
kept a complete cost on maintaining 
lighting fixtures. 

“On one job where comparisons 
were made, we were able to main- 
tain the complete fluorescent installa- 
tions and save the company $5,000 a 





Berk Parker, above left, who is in charge of the con- sary. The shops have work benches with complete equip- 
struction department and outside maintenance crews of ment for doing any job. Parts are kept in neat, labeled, 
the Cherokee Electrical Co., Kingsport, Tenn., shows easily reached bins at shops of the Cherokee Electrical 
how an electrical fixture is repaired in the shops, if neces- Co., Kingsport, Tenn. 
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Cherokee Electrical Company is located at the intersection 
of Bristol Highway and Oak St., in the nationa!ly known 
model industrial city of Kingsport, Tenn. At right, R. H. 


year, which is less than the wages 
paid two men the company had hired 
to maintain this 


Phat was in 


group of fixtures. 
pretty big installation, 
1 industrial plant with more than 
S00 fixtures 

“If the plant hires a man for light 
ig maintenance, 
that this 
tlic period of his employment. 


we are able to show 
continues during 
With 


s are incurred only 


expense 


our service, cost 


when our men are actually on the job 


cTRICAL (CU, 


,aToR BREW 








Wooltorton, president and manager of Cherokee Electrical 
Co., is shown at his desk conferring on an electric service 
job with Miss Wanda Kesterson. 


“We also check all connections of for maintenance of incandescent fix 
the fixtures and the voltage, to see if tures. 
the voltage is the right amount to op 


We find on quite too, 


That service is as complete as 
the one for fluorescent fixtures. It, 


erate the fixture. includes washing of the incan 


a few jobs that the voltage is too low 
to operate the fixture at its highest 
The right voltage for any 
fixture is essential to 
proper opcration. 

“We instruct our customers in the 


efficiency. 
fluorescent 


right wav to operate the fixture, so as 
to get more hours of life out of a tube 


descent fixture four times a year and 
replacement of any lamps, or repairs to 
the fixture. 

Both the fluorescent and incandes 
cent services offer the customers the 
cleanup of the fixtures at the most 
convenient time. Some jobs would 


have to be done at night and others 


Purning a fixture on and off too often, in the day. When necessary, drop 


cloths are spread to protect the cus- 
tomer’s furniture and merchandise. 


“On all fluorescent lighting instal 
lations, we are able to guarantee to 
our customers from 10 to 40 per cent 
more light from their present fixtures 
than thev are getting. The reduction 
is due to the accumulation of dirt on 
the reflectors of the fixtures and a film 
of dirt on the 


for example, reduces the life of the 
fluorescent tubes. Every time a tube 
is turned on, it loses three hours of its 
life.” 

Mr. Wooltorton says that Cherokee 
is the only company, so far as he 
knows, which is also offering a service 


Cherokee also carries the necessary 
insurance to protect customers against 
anv damage caused by workmen. If a 
customer desires, Cherokee will fur 


tubes. (Continued on page 56) 





any other work necessary. Above right is a view of one 
section of the shops, with complete equipment for testing 
and repairs. The shops are able to provide all the repairs 
necessary for the service provided customers under con- 
tracts. 


A guaranteed maintenance service on electric motors is 
provided by Cherokee Electric. Shown testing a motor 
with equipment designed and built by Cherokee are Bill 
Kern and Fred Snapp, above left. If motors go down, 
Cherokee Electric has its own crews for rewinding or for 
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ur Ratio Tests 


A portable direct-reading instrument 
now available greatly simplifies tests 


involving transformer turn 


ratios. 


by W. H. McClure 


THE NEED for a simple device to 
measure transformer turn ratio has 
long been apparent. In general, two 
methods have been accepted as stand- 
ard practice for making ratio tests— 
the two voltmeter and the back-to- 
back methods. Each of these meth- 
ods, when properly emploved, involves 
the use of large and immobile equip- 
ment and comparatively high test 
voltages. From a practical standpoint, 
neither method is satisfactory for field 
testing due to uncertainties and inac- 
curacies that are encountered when 
using test equipment ordinarily avail- 
able. 

The back-to-back method is based 
on the well known fact that when two 
transformers are connected and ex 
cited in parallel a slight difference in 
ratio will cause a_ relatively large 
amount of circulating current. <A 
number of years ago R. L. Murray, of 
Alabama Power Company, faced with 
the problem of making numerous ra- 
tio tests, approached the problem 
with new ideas that could be incovp- 
orated in the basic principle of the 
back-to-back method. The result is 
the Transformer Turn Ratio Set, 
“TTR Set” for short. 

The present TTR Set is a greatly 
improved version of, but fundamen- 
tally similar to two hand-made mod- 
els which Mr. Murray had previously 
built and which have been in con- 
stant use for a total of approximately 
20 vears. Therefore, the new instru- 
ment reflects experience in design and 
operation gained during a long and 
critical test period of similar instru- 
ments. It has been designed and 
developed to measure the turn ratio 
of practically all types, size, and volt- 
age ratings of power and distribution 
transformers and  autotransformers. 
The instrument is not intended for 


Mr. McClure is supervisor of sub- 
stations for Alabama Power Co., Birm- 
ingham. This article is adapted from 
a discussion presented before a recent 
meeting of the Engineering and Oper- 
ation Section of the Southeastern 
Electric Exchange. 
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use on such special transformers as 
those designed for furnace and weld- 
ing service in which the excitation re 
quirements are exceptionally high, not 
is it intended for use on instrument 
transformers. 

Among the transformer conditions 
and problems that can be analyzed 
with the transformer turn test set are 
the following: 

Measuring turn ratio of new, fe- 
paired and rewound transformers. 

Identifying and checking correct- 
ness of leads and taps and their con- 
nections. 

Determining or checking polarity 


and continuity. 


Investigating load division between 
units or banks. 

Investigating problems 
circulating currents within units o: 
banks. 


Routine or special tests to reveal 


involving 





internal faults and tap changer de 
fects—in step regulators as well as 
in transformers. 

Finding location — of 
faults. 

Identifying short circuited or by- 
passed turns. 

Determining turn count in trans 
former coils by supplementary meth- 
ods. 

The TTR Set consists 
ence transformer having its ratio ad- 
justable from 9 to 130, a source of 
alternating current, and a null detec 


tor. An ammeter and voltmeter are 


included to indicate the test current 
and voltage. The reference trans- 
former, although small in size, has 
been designed with 
which, for the purpose of turn ratio 
measurements, match those of the 
power and distribution transformers 
which it is intended to test. High 
precision of ratio measurements, as 
well as reduction in the size of the re 
ference transformer, have — been 
achieved by exciting at low voltage (8 
volts) on the low side, by using high- 
permeability core alloy, by making 
the resistance of the exciting winding 


concealed 


of a refer- 


characteristics 


Working on top of a large interconnecting transformer, the operator is 
turning the a-c generator crank and adjusting one of the decade dials while 
watching the null detector. When the circuit is balanced for zero reading 
of detector, the dials will indicate the turn ratio of the transformer. 
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low, and by the use of the null-bal- 
ance comparison system. 

In operation the TTR Set is truly 
portable and simple to use. It weighs 
only 31 pounds complete in a rugged 
case and equipped with calibrated test 
leads. ‘The source of test power is a 
self-contained hand cranked alternat 
ing current generator and it is thus 
independent of any external power 
connections for tests. By adjusting 
four decade switches, the turn ratio 
of the reference transformer can _ be 
made to equal that of the transform 
cr under test. A sensitive galvano- 
meter type null indicate 
when the ratios are made to be equa! 
The switching arrangements are madc 


detector 


+} 


on the high side so that, with a con 
stant number of turns on the low sid 
taken as unity, the ratio is indicated 
directly according to the number of 
turns connected in the high side. 
The TTR Sct, as shown in the ac 


companving photographs, is manu 
factured by the James G. Biddle 
Company, Philadelphia, Pa. This 
manufacturer can furnish a detailed 


description and other data to anvonc 

interested and has published a very 
lete Inst M l, ide 

complete instruction anual, identi 


fied bv their designation 55-J. 


Circuit Breaker 
Maintenance Truck 


A SPECIALLY-EQUIPPED, one and a 

half ton, circuit breaker truck used 
for maintenance has recently been 
put into service by the Citv of Jack 
sonville, Florida. 
The circuit b-caker maintenance 
truck is versatile cnough to permit its 
three-man-crew to work on any type 
of breaker. The equipment mounted 
inside the truck includes a 7-inch fil 
ter press and a four compartment 
oven for drying filter press paper. It 
also has an oil tester for testing the 
dielectric strength of insulating oil, a 
synchronous timer, and two run-off 
recls providing 125 feet of three con 
ductor cable 

Ihe truck furnishes either 110 or 
220-volt single-phase service for op 
erating the equipment and light for 
night work is provided. There is also 
a battery light for emergencies. <A 
three kva, 35,000-volt test set, also 
General Electric manufactured, is 
available for high potential tests on 
bushings and other breaker parts. The 
planned addition in the near future 
of a five kva, 110-22)-volt, single 
phase portable gasoline engine-driven 
generator will provide extra electric 
capacity for operation and testing of 
breakers and reclosing equipment and 
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{SUBTRACTIVE POLARITY) 


“TTR” SET 


This diagram illustrates method of using the turn ratio test set and shows 
internal connections. Excitation is supplied from the instrument. The four 


decade dials are adjusted to obtain 


“back to-back” null balance in the 


galvanometer circuit marked “D.” The setting of the dials will read directly 


the turn ratio. “A” and “Y 


for extra lights for night work. 
A hvdraulic tailgage 


receives its power from the truck mo 


hoist, which 


tor, is used in handling magnablast 
circuit breakers, making it easier to re 
move them from service for mainten 
ance. 

Hoses, stored under the truck rear, 
permit filtering the oil of apparatus 


* represent ammeter and voltmeter. 


located as far as 40 feet away from the 
truck. Stocks of extra filtet 
are stored in front of the truck body. 
Other 
built-in oil 
60 gallons; a supply locker located in 
side the truck body, containing safety 
equipment; two ladders and two port 


paper 


includes two 
1 a capacity of 


equipment 
tanks wit 


} 
i 


able tool boxes. 





Close-up view of the interior of the circuit breaker maintenance truck 

showing equipment and two crew members. Equipment includes oil filter, 

dielectric test set, synchronous timer, and reels of cable for making con- 

nections to circuit breakers. A somewhat similar maintenance truck is in 
service to maintain substation transformers. 
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Radical Improvements Made 
In Instrument Transformers 


by I. F. Kinnard 


Durinc More than fifty vears of 
continuous manufacture, it has been 
almost universal practice to insulate 
dry-type instrument transformers by 
material—com 
varnished cambric_ or 


vrapping a_ fibrous 


monly crepe 
paper—around the transformer coils 
and then impregnating this matrix 
with asphalt or a similar insulating 
compound. 

In many designs, as much as one 
quarter mile of crepe paper has been 
wrapped on the coils for 
sulation. 


proper in 
Because of the complex 
configuration of the coils, moreover, 
most of this wrapping has been donc 
by hand. 

It has, therefore, long been the 
goal of instrument-transformer engi 
neers to develop a method of mold 
ing or casting an insulating matcrial 
around the transformer core and 
coils. thus eliminating the necessit 
for hand wrapping. After consider 
able experimentation such a method, 
as well as a material suitable for us: 
with the method, has been develop 
ed through the joint efforts of se 
eral divisions within the 
Electric Company. 
butvl-molded 
Fig. 1.) 
This transformer is of a unit con 
struction, with all the 
parts firmly molded together in a 
continuous casing of butvl. (Fig. 2.) 
Its performance characteristics repre 
sent a distinct improvement over old- 
er designs of transformers and arc 
due in a large measure to the ex 
cellent properties of butvl and_ to 
the new concept of molded  trans- 

former insulation. 

The search for a practical method 
of casting insulation around the core 
and coils of a 


Gencral 
The result is the 


current — transforme 


COMponensi 


transformer began 
as long ago as 1930 when a mixture 
of portland cement and sand_ was 
tried by General Electric engineers. 
Because it tended to crack after hot 
and cold temperature cycling, how- 
ever, this material was not success- 
ful. 

During succeeding years, twentv- 
eight additional materials were tried 





*Mr. Kinnard is manager of engi- 
neering for General Electric’s Meter 
and Instrument Division, West Lynn 
Works. 
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with various molding and_ casting 
techniques. Many individual difficul 
encountered with thesc 
materials, but, in general, they tended 
to crack during temperature cycling 
which expanded and contracted the 
metal parts of the transformer. In 
addition, they were difficult to mold 
or cast without voids. 

Late in 1945, a synthetic gum was 
tried with very 
[his material is one of the group of 
synthetic elastomers known as butyl. 
In order to obtain the maximum 
advantage from this material, how 


ties were 


promising results 


ever, it was necessary to develop a 
special butyl] compound that would 


best suit the needs of molded trans 


former insulation. 
Technique of Molding 
In the ie eae ee 
n the molding operation, the corc 
ind windings of the transformer arc 





Fig. 1. An entirely new design of 
current transformer — the butyl 


molded G-E Type JKM-3. 





Fig. 2. A phantom view of the new 
type instrument transformer show- 
ing how the component parts are 
firmly molded together in a con- 
tinuous casing of buty] compound. 


assembled together, baked out com- 
pletely, and properly 
a hot cast-iron mold. 
ed into the mold under controlled 


positioned in 
Butyl is inject- 


pressure and temperature. When 
the mold is completely filled, a me 
chanical shut-off is closed to retain 
the pressure and the mold is placed 
between two hot steel plates for cur- 
ing. After curing, the 
transformer _ is 
mold. (Fig. 3.) 
Since the nameplate information 
and the polarity markings 
directly into the surface 
the only subsequent 
to remove the flash, color the name- 
plate and polarity markings, and at 
tach the 


ompleted 
removed from the 


iT¢ molded 
yf the butvl, 


yperations are 


terminal hard 


secondary 
ware and cover. ‘The transforme 

_- 
then ready for final inspection and 


test. 


During the development — stages 
many samples were cut apart to de 
termine the condition of the materia] 
inside the transformer. [very samp: 
was X-raved so that the position of 
the parts could be studied. Com 
plete tests were made to determing 
the exact quality of tl ympletec 
samples. While many problems wert 
encountered in developing the mold 
Ing process, a_ satisfact nolding 
technique has been established 

Ihe cutting resistance, tear resis 
tance, thermal conduct and 
resistance to abrasion of the butvl 
selected are all higher than necessar\ 
for the application. r] tensile 


1 1 ] 
trength 1s greater than that of older 


insulations and is more tl idequate 
to hold the parts of the transforme1 
firmly together under ynditions 
of mechanical shock due to clectrical 
overloads or even ICC ntal ough 


handling. 

\n ideal ynpound 
must operate satisfactorily under the 
adverse atmospheric 
casionally found in places where cur 
rent transformers are located. The 
remarkably stable chemical propei- 
tics of the new butyl compound make 
it ideal for almost meceivable 
conditions. 


insulatiot 


mditions oc 


In the selection of an insulating 
material, electrical properties are of 
primary importance. Extensive tests 
for dielectric strength, power factor, 
resistance to flashover, and other elec 
tric properties indicate that buty! 
compares very favorably with olde: 
type insulating materials. 

The dielectric strength of buty! 
under 60-cvcle insulation-breakdown 
tests averages approximately 400 volts 
per thousandth of an inch for sam- 
ples 1/8 inch in thickness. This is 

(Continued on page 56) 
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Official Code 
Interpretations 


Interpretation No. 316 
Issued April 28, 1949 
Chapter 10. 
Tables—4-11-13. 

Question 1: Is it the intent that 
lable +, of Chapter 10, be applied in 
new construction without exception 
on account of tvpe of insulated con 
ductor? 

Answer: Yes, with respect to the 
number of conductors and their sizes 
and tvpes as given in the sub-heading 
of the table. 

Question 2: Is Table 13, of Chap 
ter 10, intended for use replacing sec 
tion 30005, paragraph ec, of the 1940 
edition of the National Electrical 
Code? 

Answer: No, the third and _ final, 
cross-the-page item of ‘Table 11 is to 
ipplv to the conditions to which th 
text of this section of a former edition 
ipp led. 

Ouestion 3: Should ‘Table 13 of the 
1947 edition be used for numbers 
sizes, and types of conductors and 
sizes of conduit or tubing covered in 
Table 4? 

Answer: No, ‘Table 13 and its foot 
notes are applicable in applving Tabk 
11, as stated in the first note follow 
ing Table 11. 


Interpretation No. 318 
Issued March 28, 1949 
Section 2304 
Service Conductors Supplying 
Out-Building. 

Oucstion: Does the. Code require 
service wires larger than No. 10 to 
supply a small out-building containing 
onlv a % HP, 220 v. motor and fou 
lighting outlets? 

Answer: Paragraph a of Section 
2304 of the 1947 edition of the Code 
is satisfied by a No. 8 service conduc 
tor. 


Interpretation No. 319 
Issued March 28, 1949 
Section 2352 
Connections Ahead of 
Disconnecting Means. 

Question: May current transform- 
ers, commonly called current coils, 
used in connection with the meter- 
ing, on services of over one hundred 
amperes, be considered as an approv- 
ed connection ahead of the discon- 
necting means? 

Answer: Yes. 
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Interpretation No. 320 
Issued April 18, 1949 
Section 5121. 
Residential Storage Garages 
Question 1: In the caption of sec 
tion 5121 what is the import of the 


word “‘storage’’? 

Answer: The implication is that the 
garage in question does not contain 
unrelated cquipment and is not ordi 
narily used for extensive or profession 
il repairing of automobiles. 

Question 2: Does a one or two 
car private garage in connection (at 
tached or detached) with a residencc 
come under section 5121? 

Answer: Yes. 

Question 3: In section 5121 should 
the reference to “Article 300” be to 
Article 300 or to Chapter 3? 

Answer: Chapter 3. 

12] 


Question 4: Does section 5 pel 
nit the use of the flush twpe attach 
ment receptacie in a one cat private 
residential garage provided it is kept 
t feet or more above the floor, or doc 
ection 5105 govern? 

Answer: ‘The very special tvpe de 

ibed in section 5105 is not called 


Interpretation No. 321 
Issued March 29, 1949 
Section 2116. 
Caleulation of Load. 

Question: ‘I’o what space of a store 
occupancy does section 2116 intend 
that calculations shall assume lighting 
loads will continue for long periods 
ot time? 

Answer: All spaces gencrally avail 
able to the public. 


Interpretation No. 322 
Issued March 29, 1949 
Section 1118. 
Splice Insulation. 

Question: What significance should 
be given to the word ‘“‘equal’”’ as used 
in section 1118? 

Answer: A covering protecting a 
splice or joint need only provide in 
sulation on the conductor to the samc 
extent that the original insulation is a 
safeguard against the effect of volt 
age, tempcrature, moisture, etc. 


Interpretation No. 323 
Issued March 29, 1949 
Section 6262a. 
Section 6262b. 
Elevator Control Panels. 
Statement: A single elevator ma- 


chine is installed in a pent house 


above the shaft and is mounted upon 
a concrete floor slab cutting off the 
pent house from the shaft except fer 
the cable slot. A controller is mount 
ed on the machine above the motor 
ind the motor generator. 
ances around the control panel are 


Che clea: 


in no case less than specified in sub 


paragraph (2) and (b) of section 
6262. Access to the rear of the con 


trol panel may be had from the pent 
house floor or by standing upon the 


clevator machine at the rear of the 
panel. (A conventional — arrang< 
ment). 

Ouesticn: Is it the intent of the 
fine print note, paragraph b of sec 


tion 6262 to require an insulated plat 
form over the machine 


ipon which 


1 person may stand when working on 
the rear of the controll 
Answer: No. 


Interpretation No. 324 
Issued April 29, 1949 
Section 5142d. 
Conductors Supplying Gasoline Pumps 


Ouestion: I[s it the intent of t 
National Electrical Code that insula 
tions of Tvpe RW, T, and TW wires 


i 


vithout lead sheaths ecognized 
for the special circumstances describ 
cd in paragraph d of Section 5142 of 
th | ‘ +7 CC ion of Nat n | 
Electrical Code? 


Answer: \¢ 


Interpretation No. 325 
Issued April 18, 1949 
Section 2403a. 


Fuses. 

Question: Are 250 t cartridge 
ruses anc fuscholder rmitted fo 
440) volt three phase circuits on a star 
connected svstem wit groundec 
neutral or a potential to ground of 
250 to 225 volts? 


Answer: \“ 


Interpretation No. 326 
Issued April 18, 1949 
Section 3482. 
Electrical Metallic Tubing. 

Question: With reference to sec 
tion 3482 of the 1947 edition of the 
National Electrical Cod, would the 
placing of Electrical Metallic Tubing 
under a wire mesh reinforcing prior 
to the pouring of a concrete flooi 
slab be a prohibited installation? 

Answer: No, provided the installers 
and inspection authorities are assured 
the tubing will not be damaged 
through construction operations 


Interpretation No. 328 
Issued April 28, 1949 

Section 3382. 
Use Service Entrance Cable 

Question: Does section 3382 per- 
mit the use of service entrance cable 
Types SE and ASE), with two in 
sulated and one bare conductor in the 
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cable assemblies, as the feeder in an 
interior wiring system to a load center 
that does not supply or control other 
buildings of the property? 

Answer: No. 


Interpretation No. 329 
Issued April 28, 1949 

Section 7031. 
Circuit Breakers in Emergency 
Lighting Systems. . ; 

Question: Does section 7031 of the 
1947 edition of the National Electr 
cal Code forbid the use of branch cir- 
cuit circuit breakers instead of fuses 
in the branch circuits of emergency 
lighting systems protected as specified 


in sections 7041 and 7042? 
Answer: No. ’ 
Problem No. 701 
Question: Can a wall switch box 


be used as a junction box, as in case 
of feed-through hook-up? 

Answer: Yes. Section 3709, para 
graph A of the NEC permits switch 








or natural gray be used to identify 
the neutral conductor, with three ex- 
ceptions: 

a. The white wire may be used for 
other purposes if painted at each out- 
let. 

b. Standard cable may be used for 
switch control if the white wire is 
spliced to the colored wires in such 
manner as to leave a white wire and a 
colored wire for connection to the fix 
ture. It is then unnecessary to paint 
the white wire. 

c. Flexible cords may be used even 
if they do contain a white wire. 

Section 2112 gives the color coding 


required for multi-wire (more than 
two wires) branch circuits installed 
in raceways (conduit), open work o1 
as concealed knob and tube work 


This does not prohibit the use of col 
two-wire switch 
loops nor does it apply to cable in 
stallations. The here is, to 
prevent one neutral conductor being 


ors on circuits or 


purpose 














boxes to contain wires as follows: used with two or more circuits sup 
Number of Wires Permitted 
Trade Size of Box No. 14 No. 12 No. 10 
2x 1% x 2% (Shallow 5 + + 
24 x 134 x 234 (Medium 6 ¢ 
3x 1% x 2% (Deep f 
The above figures apply where no plied from the same feeder leg.—J. D 
fittings or devices such as fixture Brooks. 
studs, cable clamps or hickeys are con os 
toined in the bes Problem No. 703 
Reduce the above figures by one if Question: Are P & S and related 
flush switches or agen \one Ol interchangeable switches and recep 
more devices on the same strap) are tacles nationally approved, and do 


contained in the box. 

For example, the medium size box 
No. 14 wires and a 

inch cable connectors are 
four No. 14 wires if inside 
mounted cable clamps are used. ‘The 
rules apply independently to each sec 
tion of a gang box. In conduit work 
a wire running through the box with 
out splice 
spliced it is counted as 


J]. D. Brooks. 


contain fivc 
switch if 
used, 01 


may 


is counted as one wire; if 


two wires.— 


Problem No. 702 


Question: Docs the Code prohibit 
the use of three-wire cable on 110 
volt “feed through” hook-up? 

Answer: No. 
cable is outlined in Article 334, which 
requires with Sections 
3001 to Article 380 
gives additional requirements 
Circuits and switches 
may be arranged as desired, so long 
as the specific rules are not violated. 
Section 2001 requires the grounded 
conductor to be continuously identi- 
fied. Section 2006 requires that white 


The use of armored 


compliance 
3020 inclusive. 
some 

for switches. 
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thev meet all Code requirements? 

Answer: ‘This question is too broad. 
Where the NEC is the accepted 
standard, its definition of “‘approved”’ 
“Acceptable to the authority 
enforcing this Code.” 


governs: 


Ihe Underwriters’ Laboratories, 
Inc., publishes a “List of Inspected 
Electrical Equipment’ which _ has 


been examined with reference to fire 
and accident hazards and for conform 
ity with the provisions of the National 
Electrical Code applying to its in 
stallation and 


use. Wiring devices, 


such as switches, are labeled “Under 
writers’ Laboratories, Inc., Inspect 
Devices such as receptacles are 
identifiable by the manufacturers’ 
trade-mark symbols, trade names and 
catalog designations which are given 
in the List. These services represent 
only the independent judgment of the 
Laboratories.—]. D. Brooks. 


ed.” 


Problem No. 704 


Question: From your “code ques 
tions and answer” section I would ap 





preciate comments on the location of 
over-current device covering metering 


equipment which includes current 
transformers. 
From section 2375 it seems that 


it is optional as to whether over-cur- 
rent protection is installed on suppls 
or load side of this type equipment. 
I understand different requirements 
are in effect in various localities. 

Locally, we require that service en- 
trance switch be placed on supply sid 
of same. Of course, tap can be madc 
ahead of meter on this system, but 
we consider the importance of protec- 
tion on current transformers, cabinets, 
etc., outweigh that probabilitv.—H 
B: kK. 

Answer: Concerning service equip 
ment, the National Electrical Code 
in Section 2375 requires that the over- 
current device shall protect all circuits 
and devices except 

1. the service switch 
2. high impedance shunt circuits 
for measuring and control ap 
paratus, such as 
a. potential coils of meters 


b. control circuits of timc 
switches 
c. surge protective capaci 


tors 


7) 


lighting with sep 
arate protection 


emergency 


+. fire alarms with separate pro 
tection 

5. the meter (a.c., but over 300 
\ 


Wiring must be as required in Sec 
tion 2331. 

In view of the foregoing it seems 
that the local utility company is fre« 
to require its metering equipment to 
be placed either on the supply ot1 
load side of the service switch or fuses 
o: both where the voltage is 300 o1 
Whether the mete1 
tained or operates from current trans 
formers seems to be a matter of ex 
pediency Some utility 
meter ahead of the service 
equipment in installations not larger 
than 100 amperes and meter on the 


load side in larger installations. Oth 


less. is self-con 


only. com 


panies 


ers meter entirely on one side or th 
other. 

Overcurrent protection on service 
conductors is placed at the load end 
instead of at the supply end of the 
circuit, as in the case of bus taps. The 
normal flow of current is limited, but 
short circuits ahead of the overcur 
rent device either must burn clear or 
trip the backup protection furthe1 
along the line.—Jefferson D. Brooks. 


(Code questions and problems from 
readers are welcome. Address them to 
the Editor, Electrical South, 806 
Peachtree St., NE, Atlanta, Ga.) 
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Circuit Breaker Units 


PROVIDES both switching and REPEAT PROTEC- 
TION for 12, 16 or 20 lighting and appliance A. C. 
circuits. Nothing To Burn Out.-- Nothing To Replace 


Thermal Magnetic circut breaker 
units which “plug-in” on cylindrical bus 
bars are interchangeable with those of the 


NMO Panelboard —ONE STOCK. 


popular 





LOAD CENTER 
BOX and — 


Here Are Features That Really Count: 


+ Trim. Flush or surface. Box 12" wide by 4" 










Load Cente 

deep. Suitable for shallow walls and 16” center studding- ae a 

Lugs or Breaker Mains. Lugs only or main circuit breaker — <> 
“d <oom 


rated either 50 or 100 amperes. Panelboard interior. 


1¢, 3 Wire or 30, 4 Wire. 3s, 4 wire arrangement com- 
bines group and distributed phase advantages. Circuits 
are marked with both color code and letter identification. 


Easy to Wire. Breaker units swing out Or lift off to fully 
expose connector of approved type that eliminates wite 
looping. 

Simple to Add or Change Circuits. “\ Off-the-shelf” 15, 
20, 30, 40 and 50 ampere breaker units with single and 
double pole circuits simplify additions to existing jobs, 
and permit modification of stock devices to suit 4 


new job requirements. 





SIMPLE TO ADD 
OR CHANGE 
CIRCUITS 





Write for Bulletin 581. Address, Squore D Company, 
6060 Rivard Street, Detroit 11, Michigan 





MILWAUKEE 





SQUARE D COMPANY CANADA LTD., TORONTO » SQUARE D de MEXICO, 5S. A+ MEXICO city. D F 
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Heating Cable for 
Chick Brooding 


Usk OF HEATING CABLE installed in 
poultry house floors to provide radi- 
ant heat for chick brooding has _re- 
sulted in a material reduction in chick 
mortality, according to A. H. Hem 
ker, manager of General Electric’s 
Farm Industry Division. 

Recent applications of the new 
principle on poultry farms have 
shown excellent results. Chick mor 
tality rate, usually ranging between 5 
and 10 per cent, has been cut to an 
average of about one per cent with 
the heating cable method of brood 
ing. 

Mr. Hemker explained that this 
great reduction in mortality is due to 
two things. “First,” he said, “by pro 
viding an even temperature over the 
entire floor area, the crowding of 
chicks is eliminated. And secondly, 
because the litter in the poultry house 
remains dryer when using the cable, 
the disease problem is decreased.” 

He quoted reports which show that 
labor is reduced compared to raising 
chicks under conventional brooders, 
ind the cost of electricity, he said, 


has been estimated at approximately 
two cents per chick. 

In describing a typical installation, 
Hemker said that the cable is placed 
in the top ¥% inch of the cement 
floor, usually over a cinder fill or equi 
valent to reduce heat losses down 
ward. Used in 60- or 120-ft. lengths, 
it is spaced at 4-in. intervals to pro- 
duce approximately 70 BTU’s of heat 
per square foot of floor space. De- 
pending upon the length of cable 
used, it is connected to a 115- or 230- 
volt supply through a thermostat, the 
bulb of which is buried in the ce 
ment. For best results, the tempera 
ture of the floor during the first week 
should be kept at 90 to 95 degrees, 
iccording to Hemker. 

Io provide for adequate ventila 
tion and moist air removal, he said 
an electric fan should be installed in 
the poultry house with a rating at 


least equal to 1 cfm per chick. 


Research on 
Heat Pumps 
Ir 1S NOT ALWAYS economical to 


heat homes by pumping heat out oi 
the earth, the American Socicty of 





Soil heating cable being installed in floor of poultry house. Buried in the 
top one-half inch of the concrete, and spaced at 4-inch intervals, the cable 
produces about 70 BTU of heat per hour per square foot of floor. 
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Heating and Ventilating Engincers 
heard at its semi-annual meeting in 
the Hotel Nicollet, Minneapolis. In 
a report based on studies recenth 
completed, three research men of the 
Consolidated Gas Electric Light and 
Power Company of Baltimore. said 
the great length of ground coil needed 
made installation costly where no heat 
was returned to the ground. They 
recommended concentration on other 
heat sources, especially the air. 

Now in limited use. the heat pump 
is a device which picks up heat at a 
lower temperature (from a_ source 
such as the earth, water or air) and 
delivers it at a higher temperature. 
The heat pump “steps up” the tem 
perature by compressing a gas when 
it is returned after circulating through 
coils in contact with the heat source 
It can be installed so that it mav be 
reversed in the summer for cooling. 

Studies of four idealized applica 
tions of the heat pump to an imagi 
narv, small, well-insulated house for 
a 20-vear period were presented by 
FE. W. Guernsev. director of research; 
P. L. Betz, assistant director of re 
search, and N. H. Skau. research 
chemist of the Consolidated Gas 
Electric Light and Power Co. Ob 
ject of the sample calculations was te 
studv the earth as a heat source o1 
storage medium for the heat pump 

It was assumed for the installation 
considered, that 50,000.01 British 
thermal units of the total annual re 
quirement of 75.000.000 Btu wer: 
to be extracted from the earth 

Conclusions of Mr. Guernsev and 
his associates for the four idealized 
CaSecs Were: 

I—Where heat is to be with 
drawn from the earth (and no 
heat is returned) bv means of a 
straight vertical cvlinder, a length of 
pipe +00 to 500 ft. would be reaui 
ed. In a 20-vear period over 20% 
of the total heat would be drawn 
from distances more than 100 ft. from 
the pipe. 

2—To withdraw heat from the 
earth without return by means of a 
grid of small pipes so closely spaced 
that they act in effect as a heat recei\ 
ing plate, 13,000 square ft. of heat 
receiving surface would be required. 

3—A surface only about one fourth 
as great (about 2600 sq. ft.) is re- 
quired where heat is, periodically with- 
drawn and returned to the earth by 
means of the same type of grid of 
small pipes. Here, the earth is con- 
sidered essentially as a heat storage 
medium rather than as a heat source. 
This relatively small surface would 
be realizable in practice only if heat 
interchange with the atmosphere 
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:CTRI-CENT 


NARROW COLUMN ELEC NTER 9G 
Push-Button Control with Automatic Protection 






There are four types of Pushmatics: THER- 
MAL ONLY, THERMAL-MAGNETIC, or 
either of these types with AMBIENT COM- 
PENSATING FEATURES. All Pushmatics, re- 
gardless of rating or type, are identical in size 
and contour and are interchangeable. Narrow 
Column Panels can be ordered with any com- 
bination of Pushmatic types or ratings (15 A, 
to 50 A. 120/240 V. AC). 


IMPLE, compact, attractive . . . the Push- 
~ matic Narrow Column Panel, featuring 
Pushmatic, offers versatility and adaptability 
never before obtainable in any panelboard. 






You’ll be surprised at the ease of installation 
and operation made possible by the use of sim- 
ple, compact Pushmatic circuit-breaker units. 








And it’s easy to wire! Installation time is cut 
to a minimum. The wireman pulls the heavy 
main cables and branch circuit wires into place 
in the cabinet before the panel is mounted. He 
works quickly and surely because there is noth- 





The actual installation, pictured below, could 
have been done just as easily and quickly in 
your own plant. Send the coupon today for 
Pushmatic Bulletin #493. It will answer all 
your questions about prices and specifications, 











ing to block his vision or cramp his movements. 












WIRING IS QUICKER AND EASIER 


WITH THE (Push matic NARROW COLUMN PANEL 






In plain view he brings the The light cabinet interior is then set 

4... place in front of the wires and 
cables. Having already aligned the 
branch wires with the Pushmatic breakers 
through the wire retainer, he simply 
inserts the wires in the solderless wire 
grips and tightens the pressure screws. 


After installing the light rear He makes his neutral connections in the 
1 halves of the cabinet and riser Pull Box near the ceiling, saving the con- 3 branch circuit wires down into 
section, the wireman pulls the vit and wire he would have used had they the cabinet, pulls them through the 
main cables down and connects been made in the panel below. holes in the wire retainer and skins 
them to the main lugs, easily them ready for connection to branch 
and quickly. Pushmatics. 


broken by short or overload. Just 





pusH ’ PUSH—and the electric service 
It’s ON 
is restored. 
P USH ’ Smaller than a pack of cigarettes 
It’s OFF oP g 
H the Pushmatic is the most versa- 
pus It’s ON again tile and flexible unit available HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 





today. 


REE Upuipaanbanepuipeleeieeieabesteatententententententen 


BULLDOG ELECTRIC PRODUCTS COMPANY 
Detroit 32, Michigan 


Pushmatic is an individual single 
pole unit, eliminating complicated 
group mountings and making 
additions and changes a simple 


Positive finger-tip control and 
automatic protection against short 


< Please send me Pushmatic Bulletin #493 giving full information 
or overload are yours in the sen- 


and prices on your Pushmatic Electri-Centers. 





sational, new Pushmatic. 


Just a push of the finger makes ing unit is built for long life. Name 
or breaks the circuit. No reset- Metal to plastic bearing surfaces - 
ting manually when the circuit is prevent corrosion and sticking. vias 
BULLDOG ELECTRIC PRODUCTS COMPANY Street Address Zone 
DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO City and State 


matter. And this smooth-operat- 


























were minimized. The coil would 
have to be located deep in the earth. 

4—Wheze heat is to be withdrawn 
from and returned to the earth in 
equal amounts by means of a cvylin- 
drical heat transfer surface, 286 ft. 
of pipe (3.82 inches in diameter 
would be required. Here also, the 
earth is considered as a heat storage 
medium. Here, however, unlike the 
withdrawal onlv of heat by a cylin- 
der, separate cylinders may be located 
within short distances from each oth 
30 ft.. without substantial 
interference. 


er, 20 or 


New Low Voltage 
Control System 


POSSIBLE for architects 
and electrical contractors to provide 


It’s NOW 


homes and buildings with “adequate 
switching” of lighting and appliancc 
circuits without prohibitive expense. 
he new low voltage control system 
illustrated here has been developed 
to give greater convenience, safetv and 
comfort at reasonable cost. 

Small, remote control relays which 
handle the load can be installed in 
a knockout of the nearest outlet box. 
Individual relays are controlled by any 
number of conveniently located 
switches operating on a 2+4-volt sys 
tem. One relay can be operated from 


——-———-- - >> = 





| A METHOD OF DOMESTIC ELECTRIC RAN 





Sketch illustrates remote control 
relay in outlet box, with the lamp 
load controlled from several con- 
veniently located switches operating 


on a 24-volt system. (Courtesy 


Square D Co.) 


any number of control switches lo- 
cated at several convenient points, 
or several relays can be operated from 
one point by means of either manual 
lv or motor operated master switches. 
Che svstem is flexible enough to mect 
most requirements without special 
provisions. 

Remote control enables the occu 
pant to light the path ahead by turn 
ing on lights in the area before him 


while turning out lights in the area 


behind. Anv number of control sta 
tions can be opezated in parallel. In 
stallation of the low voltage circuits 


is usually less expensive, and safety is 








19 47 NATIONAL ELE 





| (For Ranges of 8-2/L Kw 























1 luit or Bu i 2 
or non-metallic sheathed cable is 
| sec 
Wire Cutlet LL a 
| 15,  3Wire Range Cord set® 2560, 
(two ¥ ne 1 conductor 
15. Lightine AY fance Circuits 2115-8 

















*NEMA Standard ER5-20 
**NEMA Standard ER5-15 





Range circuit Overcurrent protection —~ 





ircuit fuses or circuit 
breakers as required 











said to be increased to some extent. 

Maste: systems permit control of 
selected lights from a single point, 
or the switching “on” or “off” of 
either all or a certain group of lights 
from a master control station. The 
sudden flood-lighting of an _ entire 
home, building, or area is usually 
effective protection against illegal en- 
try. Other elements of comfort, 
safety and convenience are obvious. 


How to Install 
Electric Ranges 


“How may an electric range be in- 
stalled properly?” is a question which 
is often asked. 

The 1947 National Electrical Code 
provides the answers to this ques 
tion but, unless one is thoroughl 
familiar with the Code, it is difficult 
to determine whether all of the ap 
plicable provisions in the: Code are 
being considered. ‘To obviate this 
difficulty the Engineering Depart 
ment of the National Electrical 
Manufacturers’ Association has made 
up the accompanying drawing show- 
ing an installation of electric range 
wiring for ranges of 8%4 kw to 15 kw 
connected load. The drawing lists 
the provisions of the Code which 
pertain to the application of various 
cable assemblies to range wiring and 
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ilustzates their application 
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You have to split \ PREPARES 
and trim it off. Then 

rip off the filler if it 

clean. Spread the STRIPPING 

wires apart and 

u-n-w-i-n-d the kraft 

one, then u-n-w-i-n-d r! 
the paper wrap Fas ‘4 f 


the outer covering FOR 
doesn't come away 

paper wrap from 

from the other. % , es 





Now you can prepare TRIEX Non- 
Metallic Sheathed Cable for stripping 
five times as fast — thanks to this new 
Triangle development! 


Compare the ordinary way of pre- 
paring present types of non-metallic 
sheathed cable with the faster way, 
the easier way, the simpler way, of 
preparing Triangle’s new TRIEX! See 
for yourself how you can save time 
and money at every switch box, outlet 
box, junction box . . . wherever con- 
nections are made! 


Available in sizes 14/2, 14/3, 12/2 and 12/3...solid or 
stranded ... with or without ground wire. For 600 volt service. 


if It’s ‘‘Glazon"’ TRIEX It’s Made by Triangle... 
If It’s Made by Triangle IT MUST BE RIGHT! 


For samples and full information, contact your nearest Triangle distributor or representative, or write 


UNE i iV; ‘ ‘ 


1906 JERSEY AVENUE + NEW BRUNSWICK, N. J. 


PLANTS: NEW BRUNSWICK, N. J. * MOUNDSVILLE, WEST VA. 


BUILDING WIRE © BARE WIRE © ARMORED CABLE © "GLAZON" TRIEX NON- 
Sper revsiies WETALLIC SHEATHED CABLE © SERVICE ENTRANCE, SERVICE DROP, VARNISHED 
: CAMBRIC BRAIDED OR LEADED, TRIOPRENE TRENCH, POWER AND PARKWAY CABLES 


















IT MUST BE RIGHT / RIGID CONDUIT © ELECTRIC METALLIC THIN WALL CONDUIT © FLEXIBLE STEEL CONDUIT 
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SOUTHERN'S CONTRIBUTION 


TOWARD PROVIDING 
ELECTRICAL POWER ARTERIES FOR RURAL AMERICA 





SOUTHERN minum agp 
ELECTRICAL CORPORATION 


Was conceived, financed and built in the South — To serve the South. 


SOUTHERN’S PRODUCTION — Now several million pounds of ACSR Conductor 


per month. Also accessories, copper wire and cables and galvanized steel strand. 


SOUTHERN’S SERVICE — Over-night deliveries by our own fleet of trucks direct 


to your job in southeastern states or by fast freight or motor truck lines to any destination. 


SOUTHERN’S APPRECIATION — Is sincerely expressed for the loyal support 


of her many customers, whose valued pa‘ronage has made possible her existence, growth 
and ability to serve them. 


FINEST QUALITY - FASTEST SERVICE - FAIREST PRICES 


wt = 
| =H =< ms | 


__-=> IN THE HEART OF THE SOUTH “——~__ 


SOUTHERN ELECTRICAL CORPORATION 


P. O. BOX 989 CHATTANOOGA, TENNESSEE 
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“Next week | will have completed 25 years of service here- 
| want to make it clear to him that I've got a watch!” 














“Would you mind repeating the part that 
comes between ‘Dear Sir’ and ‘Yours truly’ ?” 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on page 75) 


297—Wire and Cable. An illustrated booklet containing de- 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flamenol cords, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


300—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter & Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutters and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


305—Electrical Materials. ‘Three informative bulletins, No. 1 
entitled Lightning Arresters Data; No. 2, Wire Stringing Tool 
Data; and No. 3, Hub Rak Data on Secondary Distribution, have 
been released by Hubbard and Co., Pittsburgh 1, Pa. 


308—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 2, 
Ohio. A wealth of information, including specifications, descrip- 
tive material and illustrations are included. 


309—Busduct Data. Various applications of the FA busduct 
for industrial purposes are illustrated in this 31-page bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo. 
Also included are charts and diagrams which give voltage drop 
and all other pertinent information concerning this product. 


320—Wire Connectors. Ideal Industries, Inc., Sycamore, 
Ill., are offering a 12-page catalog fully illustrating and describ- 
ing Ideal solderless, tapeless wire connectors and their applica- 
tion by electrical contractors and manufacturers. 


_ 321—Recessed Troffers. Catalog No. T-48 contains 36 pages 
illustrating all types of one, two, and three light 40-watt 
fluorescent, deep and shallow type troffers. Included are incan 
descent Highliters for accent lighting between runs with com- 
oa photometric data, dimensions, weights and their flexi- 
ility of application. Available from the Ender Mfg. Co., 260 
West St., New York, N. Y. 


322—Upright Scaffolds. A descriptive folder is available de- 
scribing the setting up of a 15-foot aluminum-alloy mobile 
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unit by one man in three minutes and a 45-foot unit in 15 
minutes. May be obtained from Up-Right Scaffolds, 1013 
Pardee Street, Berkeley, California. 


323—Lighting Fixtures. Colorful iliustrations, specifications, 
and a price list are all included in a 9-page catalog released by 
the Glatthar Lighting Company, 949 East 72nd St., Cleveland 
22 aes A wide variety of Glatthar Twinline matching units 
is shown. 


325—Ballasts. Twenty-six pages are devoted to a discussion 
of good fluorescent lighting and its many components in a 
highly informative bulletin (GEA-4950) released by General 
Electric. Specifications for the use of all types of general lamp 
ballasts are listed, including Slimline instant-start ballasts and 
Circline ballasts. The brochure may be obtained from the 
Apparatus Department, General Electric Co., Schenectady, N. Y. 


326—Wiring Devices. Bulletin No. 17, released by the M. 
& W. Electric Mfg. Co., Inc., East Palestine, Ohio, contains 
descriptions and illustrations of M. & W. cable connectors, 
grounding devices, and newly developed cable racks. Twenty- 
three pages in length, the booklet is designed for easy reference. 


327—Lighting Fixtures. A_sixteen-page, two-color catalog 
illustrating adjustable lighting fixtures, as well as recessed fix- 
tures, has been made available by Swivelier Co., Inc., 28 Irving 
Place, New York 3, N. Y. When requesting the catalog, de 
signate Bulletin No. 122. 


328--Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushes. 


329—Lighting Fixtures. A colorful, well illustrated, 32-page 
catalog has been made available, featuring industrial, commercial 
and residential lighting with technical description and engineer- 
ing data. The catalog, No. 45, may be obtained from the 
Keystone Mfg. Co., 2228-36 E. Tioga St., Philadelphia 34, Pa 


331—Cords and Cables. New illustrated catalog sheets and 
descriptive pamphlets showing advantages of Bronco 60 Neo- 
prene cords and cables have been made available by Western 
Insulated Wire Co., 1001 East 62nd St., Los Angeles 1, Cal 


332—Fluorescent Fixtures. The varied types of fixtures an.l 
their wide applications are described and illustrated in a color- 
ful catalog released by Southern Lighting Mfg. Co., Orlando. 
Fla. Lighting for stores, offices, industry, and schoolroom is 
discussed thoroughly with technical information and a_ price 
list included. 


333—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Corp., 
Pittsburgh, Pa. This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job. 


334—Magnetic Starters. This 8-page bulletin (No. 4110), 
published by the Ward Leonard Electric Co., 31 South St., 
Mount Vernon, N. Y., gives complete information concerning 
application, size classification, construction features, enclosure 
dimensions and other important data pertaining to the com- 
pany’s newly designed a-c motor starters. 
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In a specification, it denotes the exact 
kind of lighting performance desired. ‘‘G”’ stands 





for General Diffuse lighting distribution; “45” for 
45° side shielding; “30” for 30° end shielding; 
“2” for a brightness in shielded zone of not more 
than 2% footcandles per square inch; “P”’ means 
Pendent mounting. 


For a fixture, those symbols mean that Electrical 
Testing Laboratories, Inc., after photometric tests, 
find it has those performance characteristics. 


Thus, it is now possible for the specifier to express 
simply and precisely the lighting performance he 
wants. And the buyer can now buy fixtures and 
know in advance how they will perform when 
installed. For, in addition to the Index System 
rating, complete photometric data, together with 
coefficients of utilization are supplied for each 
Fleur-O-Lier fixture, 


And the Fleur-O-lier label certifies that the fixture 
is “right” mechanically and electrically. 


Fleur-O-Lier Gives Complete Information — 


All the data needed to make an intelligent choice 
of fixtures is provided by Fleur-O-Lier. You get— 


. An Index System Rating 
. Photometric test data 


Ww nN = 


. Coefficients of Utilization 


4. Certification 





You’re sure when you insist on Fleur-O-Lier. 





R CERTIFIED 
in in accordance 


with Test 
Requirements of 


Specifications of 

| - L E U Be P © 4 L : EE R - nal 

) P ELECTRICAL TESTING 

LABORATORIES, INC 
VW f, ; Z y NEW YORK WN Y 

2116 Keith Building ¢ Cleveland 15, Ohio 


Fleur-O-Lier is not the name of an individual manufacturer, but of a. group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
| is open to any manufacturer who complies with Fleur-O-Lier requirements. 
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Wholesaler Features 
Demonstrations 


FoRMAL opening of the new home 
of Union Supply & Electric Company, 
1400 South Mint, Charlotte, N. C., 
was held June 3. 

“While strictly wholesale,” — ex- 
plained T. A. Wilkinson, Jr., presi 
dent, “Union Supply & Electric is 
providing electrical contractors, indus 
trialists, architects and engineers with 
comprehensive demonstrations of the 
proper applications of lighting, wiring 
devices, and electrical equipment. An 
adequate staff of well trained person- 
nel is maintained to assist clectrica! 
contractors and their customers in 
selecting the equipment most suited 
for their needs. 

“It is my belief,” he continued. 
“that the electrical wholesaler cannot 
maintain its position in the industry 
merely by ‘order taking.” The com- 
plexities of modern electrical equip- 
ment make it imperative that ade 
quate displays and demonstrations be 
provided to assure the customer of 
getting the desired product. Due to 
the cost, the space, and the person 
nel requirements, this function can 
best be performed on the wholesale 
level. Giving life and action to this 
policy, we are endeavoring to assist 
our custome’s by providing these faci- 
lities for them. 

“Our new headquarters and ware- 
house building, including extensive 
lighting displavs, is conveniently lo 
cated on South Mint strect and ade- 
quate parking space is provided for 
customers,” Mr. Wilkinson | stated. 
“Unique loading facilities are pro 
vided. Customers may drive into the 
warchouse during bad weather and for 
loading heavy equipment. Conduit 
is also stored so that it may be loaded 
directly from the racks to the custom- 
er trucks. ‘The general arrangement 
is designed to provide a maximum of 
service as efficiently as possible. 

“Among the displays are wiring de 
vices, fans, transformers, motors, wire, 
controls and lighting. One of the 
most complete displays is that-of 
lighting in which almost all the newer 
types of lighting systems are employ- 
ed. These include three tvpes of lou- 
ver grid ceilings, four types of troffers, 
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fixtures with the new 425-ma, 75 
watt fluorescent lamps, and various 
types of recessed and exposed fixtures. 
Three ceiling levels are used to dem- 
onstrate the proper mounting and ap 
plication of lighting fixtures. Resi 
dential fixtures are attractively dis- 
played in separate areas against back- 
grounds simulating home conditions.’ 

Associated with Mr. Wilkinson in 
the operation and management of 
Union Supply & Electric Company 
are J. Sidney Evans, vice-president; 
T. L. Wilkinson, secretary-treasurer; 
Peggy Holt, assistant secretary and 
treasurer; R. Homer Cline, sales man- 
ager; and Norman Tindall, illuminat- 
ing engineer, well known in_ the 
Carolinas for the design of outstand- 
ing lighting systems. 


I.E.S. To Award 
1949 Gold Medal 


Accorpv1Nc 0 the Illuminating En- 
gineering Society, Dr. Ward Harrison, 
retired director of the Engineering 
Division of General Electric Lamp 
Department, has been awarded the 
1949 T.E.S. Gold Medal, highest 
award in illumination. ‘The I.E.S. 
Medal, the Society’s top distinction, 
is awarded cach year “for meritorious 
achievement conspicuously furthering 
the profession, art, and knowledge of 
illuminating engineering.” ‘The of- 
ficial presentation with an appropriate 
citation will take place at the I.E.S. 





Dr. Ward Harrison 


National Technical Conference to be 
held at French Lick, Indiana, during 
the week of September 19. 

Dr. Harrison is eminently eligible 
for the award. For almost 20 years 
he was director in charge of the largest 
illuminating engineering organization 
in the world, and was a pioneer in 
the formation of the Lighting In- 
stitute at Nela Park, Cleveland. He 
has made invaluable contributions to 
al! phases of illumination develop- 
ment, from lighting education through 
technology and the design of basic 
lighting equipment. 

Among those lighting fixtures de- 
signed by Dr. Harrison are the RLM 
Standard industrial reflector, used 
throughout the world and now a basic 
design with many manufacturers; the 
slassteel’ diffirser: the first cleartop 
enclosed semi-indirect luminaire; and 
the first strect lighting fixture with 
a prismatic dome reflector. His ex- 
perience and knowledge have con 
tributed greatly to new dev clopments 
and improvements in the lighting 
equipment of many leading manufac 
turers. 

Dr. Harrison is a Fellow of the II- 
lumating Enginecring Society, and 
has been active in Society activities 
for many vears. In addition to his 
term as president (1922-23), he has 
served as chairman of numcrous com- 
mittees and as a board member of 
the Pittsburgh and Cleveland Sections 
of LE.S. His achievements in the 
ficld of illuminating enginecring have 
earned him many honors in addition 
to the LES. award. 


REA Managers Talk 
Power Problem 


ProsLems of getting more clectri 
citv to thousands of Louisiana farm 
ers and to rural establishments were 
the highlights of the meeting of rura 
electrification co-operatives managers 
held recently in Lafayette, La. 

A number of REA leaders from 
Washington, D. C.. and other sec 
tions of the country attended the 
meeting. 

The 13 co-operatives, according to 
Thomas E. Stevens, of Homer, presi 
dent of the group, are seeking the 
formation of a statewide co-operative 
to generate and transmit electric pow 
er. 

If the program can be carried out, 
it will mean cheaper and moze abun- 
dant power, according to Mr. Stevens, 
for 65,000 Louisiana farms or 60 per 
cent of all farms. 

Co-operative leaders were told that 
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VERTICAL AUTOGAP 
.  ARRESTER ON 


NO. 2337 CROSSARM 
MOUNTING BRACKET 





VERTICAL AUTOGAP 
ARRESTER ON 
NO. 2338 POLE 
MOUNTING BRACKET 


VERTICAL AUTOGAP 
ARRESTER ON 
NO. 2349 TRANS- 
FORMER BRACKET 


When the Hubbard Autogap was originally developed and 
placed on the market, it was designed for horizontal mount- 
ing due to mechanical requirements which seemed best 
solved by a horizontal installation. At the time, however, it 
was foreseen that a vertically mounted Autogap would be 
needed, and work was started on its development. 

All the operating advantages of the original Autogap are 
retained in this new vertical design. Construction is exactly 
the same in principle and all parts in the one design have a 
counterpart in the other. The only difference, other than the 
physical arrangement of parts, is that the process of ex- 
pulsion acts vertically instead of horizontally. 

Many hundreds of thousands of Autogapshave proventheir 
efficiency over a ten year period with no failures resulting 
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from operating conditions, excluding those few which have 
been put out of service by falling equipment. 
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| Phase Voltages imple Approx 
' - ' Sh 
Stock | Voltage 60 Cycle Break- i 
t 
No. Rating Flashover a Lbs. E 
} Grounded Ungrounded a toge inc. Brk 
11%4—40 


2330 3KV|;l1to 5 KV 1lto3 KV) 19 KV) 30 KV 11% 
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One Bracket furnished with each Avtogap. Specify Type. 
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OAKLAND 
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a contract negotiated with Reynolds 
Aluminum Company will provide 
enough aluminum conductor to build 
new lines in the various areas. 

The meeting was held at the Evan- 
geline Hotel with U. J. Gajan, man- 
ager of the Southwest Electric Mem- 
bership Corporation, in general charge 
of arrangements. 


Valley Contractors 


Form NECA Chapter 


A CHAPTER of the National Electri- 
cal Contractors Association has been 
organized among Valley contractors 
in Texas. At a charter meeting held 
recently, J. C. Thompson, of Mission, 
was elected to the board of governors 
to represent the group on district and 
national affairs, and Bill Cook was 
named _ secretary-manager. 

Purpose of the organization, new- 
ly-elected President Paul Weisser of 
Raymondville pointed out, is to pro 
mote the electrical industry in the 
Valley on the basis of adequate in- 
stallation and repair and to foster rela- 
tions benefiting the builder and con 
tractor. 


REMA Exposition to 
Promote Refrigeration 
“PROMOTE your line in "49 . . . fo: 
bigger sales in 750.” 
So say the Refrigeration Equip- 


MORE POWER FOR THE SOUTH—A two conference on 
industrial power applications, sponsored jointly by the 
General Electric Company and the Industrial Power Com- 
mittee ot the Southeastern Electric Exchange, in Atlanta 
recently, brought southeastern industrial power engineers 
a broad review of the industrial electrification possibilities 
in the South. Among those taking part in the program, 
K. Heyman, business 
consultant of Atlanta; Ed Clapp, vice-president, Georgia 


from left to right above, were: J. 
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RACO AT NEWA—RACO agents and home office personnel who attended 
the N.E.W.A. Convention at Cincinnati attended a business meeting and 
were later feted at a banquet held by All-Steel Equipment, Inc. The RACO 
booth, one of the busiest at the convention, was manned by the group 


pictured above. 


Reading from left to right, seated; Jim 
George Bishop, Chicago office; Jack Schoen, New York; Ralph Hinchman, Electr 

*. R. MeQuown, First Vice-President ASE-RACO; Willie Thea, New York; Andy 
Charlie Norrish, Jr., Pittsburgh; Charlie Norrish, 
McCourt, Baltimore; Bill Hopper, Sr., Atlanta; 


Manager; 


Tomb, Columbus. Ross Dunn, Minneapolis; 
Sr., Pittsburgh; Standing, left to right, Leo 
Bill Geuder Chicago; Lafe Burress, St. Louis; 
Wharton, Chicago; Irving Shapiro, Philadelphia; 
Atlanta; Robert Taylor, home office; Harry Brown, 


Detroit; Bill Terry, Kansas City; Harry 
Mac McCoy, Atlanta; Bill Hopper, Jr., 


Randall, Dallas; L. G. Taylor, Chic: 






» office; 
al Sales 


Harry Dickinson, Indianapolis; Irving Popkin, 


Utica; Ken Schumann, Denver; Bill Sanderlin, Jr., Seattle; and Herb Madden, Boston. 


ment Manufacturers Association in 
promoting the 6th All-Industry Re- 
frigeration and Air Conditioning Ex- 
position which will be held in Atlan- 
tic City, November 14-18, 1949. 
“This advice applies not only to re- 
frigeration and air conditioning but 
to all lines of merchandise,” said K. 
RB. Thorndike, president of REMA. 
“During the war and immediatels 
following it, manufacturers had the 


benefit of a sellers’ market. During 
the days of this lush, easy selling, we 
grew soft and many salesmen lost 
their touch. 

“We have now entered a buyers 
market and it behooves every national 
manufacturer to return to the days 
of specialty selling,” he warned. “This 
should include displays in all im- 
portant trade shows.” 

The 6th All-Industry Refrigeration 





Power Co., Columbus, Ga.; C. E. Anderson, director of 
industrial and commercial sales, Virginia Electric and 
Power Co., Charlottsville; Carter L. Redd, district manager, 
Apparatus Dept., General Electric, Atlanta; Francis Me- 
Quillin, West Penn Power Co., Pittsburgh; W. Paul Lyman, 
industrial sales manager, Carolina Power and Light Co., 
Raleigh, N. C.; and Claude J. Hendon, commercial vice- 
president, General Electric Co., Atlanta. 
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10,000 BEARDS—Electrie razors in Winston Salem, N. C., enjoyed a field 

day on May 15 at the culmination of Centennial Celebration Week, commem- 

morating the founding of Forsyth County 100 years ago. The beards above 

were only three of the 10,000 grown by local men to celebrate the centen- 

nial, Left to right are W. C. Chafin, secretary and office manager, Lambeth 

Electric Supply Co.; Paul T. Lambeth, president of the company; and F. E. 
Beaudry, manager of the Radio Parts Department. 


and Air Conditioning Exposition at 
Atlantic City becomes the roll call of 
the industry. According to the Asso 
ciation, it is by far the largest and 
most important trade show in the re 
frigeration and air conditioning in 
dustry, and is held every other vear. 

This show has been held regular 
for the past ten years, except for the 
interruption of the war, but this is th< 
first time it will be held in the East. 


Idea Bulletin 
From Westinghouse 


A BULLETIN entitled “How to 
Make Your House the Hit of the 
Home Show,” and a 24-page booklet 
entitled, “Planning Book for Electrti- 
cal Living Homes,” have been an 
nounced by the Better Homes Burean 
of the Westinghouse Electric Corp- 
oration. 

The booklet provides the latest in- 
formation on the proper planning of 
kitchens in which work centers of 
modern electrical equipment, storage 
cabinets, and counter surfaces are 
logically arranged for a smooth flow 
of work. The formulas are illustra- 
ted by layouts of “economy” and 
“ideal” kitchens which can easily be 
adapted to “L,” “U,” two-wall, and 
other kitchen shapes. Laundry lay- 
outs are also included. 

The bulletin, “How to Make You 
House the Hit of the Home Show,’ 
presents ideas and suggestions fo 
builders who expect to exhibit homes 
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during National Home Week (Sep- 
tember 11-17, 1949) which is spon- 
sored by the National Association of 
Home Builders. The bulletin shows 
how to plan houses for better sales 
appeal and quicker acceptance and 
describes the assistance the Westing- 
house Better Homes Bureau can give 
in planning kitchens, laundries, light 
ing, and wiring. 

Copies of the planning book and 
idea bulletin can be obtained free of 
charge from the Better Homes Bu- 


reau, Westinghouse Electric Corpora- 
tion, 511 Wood Street, P. O. Box 
$68, Pittsburgh 30, Pa. 


Duke Power 


Man Honored 


BusINEss associates and friends of 
Robert L. Lindsey, Durham, N. C., 
civic leader and branch manager of 
the Duke Power Co., paid honor to 
him at a dinner given recently in his 
honor. Local employees of the com 
pany gave Mr. Lindsey the testi- 
monial dinner on the occasion of the 
50th anniversary of his direction of 
the Durham electric utilitv system. 

Approximately 600 people attended 
the dinner. Many of them were asso- 
ciates of many vears and men who 
received their basic training in_ the 
utilities field under Mr. Lindsey. 


Hughes Supply Named 
Allis-Chalmers Dealer 


Tue firm Hughes Supply, Inc., O1 
lando, Fla., has been named a deale1 
for Allis-Chalmers motors, controls, 
Texrope drive equipment, transform 
ers, and circuit breakers in Orange, 
Seminole, Lake, Osceola, Volusia, 
Brevard, and Marion counties. 

Russell Hughes is president of the 
firm; Harry Hughes, vice-president; 
Gordon C. Cutler, sales manager; and 
R. L. Haizlip, manager of utilities. 
The company was founded in 1930. 

Southern Electric Service, operating 
in Charlotte and Greensboro, N. C, 





DEMONSTRATION SPEAKS—Dick Muniot, field representative of the M. 
B. Austin Co., shows Johnny Collins, of Collins Electric Company, Monroe, 
La., the features of the “Austin Line” Box Hangers that are universal and 
adjustable and fit between the studding for speedy and stay-put installation. 
Dick Muniot figured an actual demonstration is worth a thousand words, 
so to show the operation he nailed an Austin hanger between two studs. 
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and Greenville and Spartanburg, S. : 
C., has been named a certified service 
shop for Allis-Chalmers motors, con- 
trols, and transformers in portions of 
North and South Carolina. H. S. 
Furman is in charge of service work 
for the concern, which has been in 
business since 1913. 


New Building For 
A. B. Chance Co, 


Construction has recently been 
finished on a new factory building for 
the A. B. Chance Co., Centralia, Mo. 
Its +0,000 square feet of floor space 
house a machine shop, kiln room, test 
enclosure, assembly and storage areas 
for manufacturing switches, cutouts, 
fuses, and hot line tools 

Items of interest in new machine 





shop equipment which maintain 
Chance precision machining standards 
are the automatically controlled elec- 
trocyvcle lathe and drill press with 





micrometer adjustment table. The > ee ad 
electrocycle lathe is among the first of > oiniitaen 
its type to be used in the country. % 
Selected woods for hot line tool a 
are stored and drved in the large kiln > 
room prior to treatment to prevent 
moisture absorption. —~_ SS ny 
Six vent stacks built into the roof «gt ANOn® 
of the building circulate 300,000 cu rane " gov® 
bic feet of fresh air per minute. An 3. 
underground exhaust system is being 
installed in the mill room. : 


Che building is illuminated 


throughout bv fluorescent tubing. { 
° NON-METALLIC! 


Contracr has been awarded the 


Miller Electric Co., Jacksonville, Fla., { 
for a quantity of clectric transmission NON -=CO RROSIVE 
lines by the Jacksonville City Com e 
mission on the firm’s low bid of $14, 
261. 
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RECENTLY opened for business in 
Taylor, Texas, is the K & B Electric 
and Refrigeration Service, 904 Cecilia 
St., to deal in electrical contracting, 
wiring, and refrigeration service. 


With this non-metallic Entrance Light there can be 
no unsightly staining of the paint as is so often evi- 
dent with the conventional metal fixture. 

Base is 4-3/4" in diameter for ample coverage of 


e the wall opening and outlet box. Impact Resistant 
RECENTLY incorporated with capi Bakelite globe holder fits 
tal stock of $10,000 is the Phillips any standard 3-1/4” globe. 
Brothers Electric Co., Greenville, $ STRONG Made right and priced mywrow” PRODUCTS 
i. President Henry G. Phillips an- DURABLE right, here is a profitable atergroat Fi oot 
nounced that the firm will engage in ATTRACTIVE fast moving item for Fee eat Ft I es 
electrical, plumbing, and = general Jekere ond Sectors. uated Conta sis 
building installations ECONOMICAL est Bowes 8 Om 
® ; = . “acl ws a : 
Capiraizep at $10,000, Commer Theres Safety tn Union | 


cial Refrigeration, Inc., has been ot 
ganized at Huntington, W. Va. In 


corporators are L. A. Willison, Ben f — Y UNION INSULATING cO., INC. 
E. Lewis, and William W. Roberts, — PARKERSBURG, WEST VIRGINIA 
all of Huntington. 
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Gedney Klamp-Backs provide the 
air space required between con- 
duit and mounting surfaces in 
compliance with the latest wiring 
standards. They not only keep con- 
duit away from seepage but also 
permit painting the entire surface 
for further protection against rust. 
Spacing allows conduit to enter 
knockouts and threaded hubs in 
straight line eliminating offsets. 


Gedney Klamp-Backs and 
Straps are made in two types, 


{all sizes) one for thin wall and one for rigid conduit, guaranteeing 


absolute fit. 


Insist on these tough malleable iron Gedney Fittings for jobs 
where unusual and severe corrosive conditions prevail. Protected by 
Ged-O-Lite, the outstanding rust resisting finish. Furnished hot 
dipped galvanized if specified. Send for samples and prices. 


GEDNEY ELECTRIC CO. 


GENERAL OFFICES: RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 


FOUNDRY, FACTORY AND SHIPPING POINT . TERRYVILLE, CONN, 


MIDWEST SALES OFFICE: LAKE-WELLS BLDG., 201 N. WELLS ST., CHICAGO 6, ILL., PHONE: Financial 6-3398 












NAMES IN THE NEWS 


Fred B. Weods has been appointed 
sales engineer for A. B. Chance Co., 
Centralia, Mo. He will represent the 
company in the Southeast under the 
direction of W. A. Moss, sales man- 
ager of the Southeastern Division, 
311 Candler Bldg., Atlanta 3, Ga. 





Fred B. Woods 


Mr. Woods comes to the Chance 
organization from Vanderbilt Univer 
sitv, where he was assistant profes- 
sor of electrical engineering. He is 
a graduate of Vanderbilt. During the 
war, he attended the Army Electronics 
School at M.I.1T'’. and the Army Ra 
dar School at Harvard. 

@ 

Gene Hagen & Co., St. Louis, Mo., 
have been appointed sales agents for 
General Switch Corp., Brooklyn 11, 
N. Y., according to a recent announce 
ment by Morton S. Muller, president 
of General Switch. 

[he sales territory assigned to the 
Hagen organization includes Missouri 
east of Springfield, Western Ken 
tucky, Southern Illinois, and Mem 
phis, ‘Tenn. 

Fred E. Searls, Kansas City, Mo., 
has been appointed a sales represen- 
tative of the company. Mr. Searls 
wil! work out of Kansas City, and 
will represent General Switch in 
Western Missouri, Iowa, Kansas, and 
Nebraska. He will service electrical 
wholesalers throughout that territory 
and furnish technical assistance to 
architects, engineers, and contractors 
in connection with the specification 
of General Switch equipment. 

© 

Calder C. Downie and Paul F. 
Douty have become associated as 
manufacturers’ representative under 
the name of Douty and Downie. The 
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reliable starting 


» low operating costs 
Vv \\ full fluorescent lamp life 
€ \\ ; 


® Satisfactory fluorescent lighting perform- 


ance depends to a large degree on the starters you use. 


You are assured best results ...in starter life... in lamp life... 








and in maintenance costs ... when you use Certified Starters. 


Certified Starters are made to precise specifications, then are tested 
and certified by Electrical Testing Laboratories, Inc., an impartial authority. 


That’s why you can always rely on Certified Starters. 


| ® You'll recognize Certified Starters by the Certified 


4) shield on the case and on each starter. 


Certified Fluorescent Starter Manufacturers 


2116 KEITH BUILDING e CLEVELAND 15, OHIO 
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AUR COOLED 


DISTRIBUTION TRANSFORMER 
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MOUNTED 
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WALL 
MOUNTED 
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LIGHTER! SMALLER 


MARCUS SCORES AGAIN IN THE 
FIELD OF AIR COOLED TRANSFORMERS 





AIR-COOLED TRANSFORMERS 
1 to 2,000 KVA up to 
15,000 Volts to meet 
individual Requirements 
© DISTRIBUTION 
© GENERAL PURPOSE 
© PHASE CHANGING 
@ ELECTRIC FURNACE 

RECTIFIER 

©* WELDING 

® MOTOR STARTING 


« oF 
»* 








ales Representatives 
W. E. HOLIMAN COMPANY 
Houston 1, Texas 


. 
L. MORRIS LANDERS COMPANY 
Atlanta 3, Georgia 





From a Pioneer in the field comes a new distribution trans- 
former—AIR COOLED, DRY TYPE. 
toxic liquids to fuss or bother with. The use of superior 
class B and C heatproof insulation such as fibre-glass, 


No hazardous oil or 


mica, porcelain, new Johns-Manville Quinterra and similar 
inorganic material results in a transformer that can with- 
stand the overloads that normally would damage an 
ordinary class A (cotton and paper) insulated oil filled 
unit. The entire transfermer element is seal protected 
against oil, acids, moisture, etc., and is housed in a sturdy, 
scientifically ventilated, weatherproof case which conforms 
with all applicable EEI-NEMA construction standards. This 
extremely versatile transformer can be used outdoors, 
pole or platform mounted or indoors at the load certer, 
mounted wherever convenient with no expensive fireproof 
vault required. 
Currently available in sizes to 100 KVA, voltages to 5000 V. 
COMPETITIVE PRICES * GOOD DELIVERIES 


WRITE FOR BULLETIN #49-ACO 


MARCUS 


TRANSFORMER CO. 


INC. 
38 MONTGOMERY STREET 
HILLSIDE 5, NEW JERSEY 


PIONEERS IN THE FIELD OF AIR-COOLED TRANSFORMERS 








new organization will operate from 
headquarters at 16 East Franklin St., 
Baltimore 2, Md. The territory cov- 
ered will include Maryland, Virginia, 
Delaware, Southern Pennsylvania, and 
the District of Columbia. 

For the past 33 vears, Mr. Downie 
has represented Pass & Seymour, Inc., 
of Svracuse, N. Y., manufacturers of 
wiring devices. The new firm will 
TC present this company on an agency 
basis. Other manufacturers represent- 
ed include Columbia Metal Box Co., 
New York Citv; Holub Industries, 
Inc., Sycamore, Ill.; Ender Manufac 
turing Corp., New York City; and 
Daniel Woodhead Co., Chicago. 


Bowditch and Company, factory 
representative of Allen-Bradley Co., 
Milwaukee, Wisc., have expanded 
their Knoxville operations by-opening 
a new office in Memphis, ‘Tenn., at 
1350 Monroe Ave. Francis Bowditch 
is in charge of the new office. 


Three new vice-presidents of The 
Okonite Co., manufacturer of clec 
trical wires and cables, were appointed 
by the Board of Directors at a re 
cent meeting. 

The new vice-presidents are: I. W. 
Berda, a resident of San Anselmo, 
Calif., who has been with the com 
pany since 1924, and will continue 
as manager of the Pacific Coast Dis 
trict; W. R. Van Steenburg, of Peek 
skill, N. Y., who joined the company 
in 1917, and will continue as man 


ager of the North-East Sales District: 


and Stephen A. Wilson, of Hacken 
sack, N. J., who has been with the 
company since 1936 and will continue 
in the capacity of secretary and gen 
cral counsel. 


J. Robert Welsh, superintendent of 
operations and a member of the board 
of directors of Southwestern Gas and 
Electric Co., was elected a company 
vice-president at the annual board o1 
ganizational meeting held in Shreve 
port, La., recently, it was announced 
by Frank M. Wilkes, president 

Mr. Welsh has been associated with 
Southwestern since 1940. He was 
chief engineer with the L. E. Mvers 
Co., with headquarters in Chicago 
when he accepted a position with 
Southwestern. Mr. Welsh was ap 
pointed superintendent of power in 
October, 1940, and was named super- 
iitendent of operations January 1, 
1945. He was elected to the com- 
pany’s board of directors in April, 


1948. 
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The appointment of Ray H. Hiller 
as the Atlanta, Ga., representative of 
Curtis Lighting, Inc., has been an- 
nounced by G. T. Morrow, vice-presi- 
dent in charge of sales. 





Ray H. Hiller 


lor the past two years Mr. Hiller 
has been with the Chicago sales of- 
fice of Curtis Lighting 

e 

The Frink Corp., of Long Island 
City, N. Y., engineers, designers, and 
manufacturers of lighting cquipment 
and systems, has announced the ap 
pointment of Len E. Russell as sales 


representative for Georgia, Alabama, 
and Florida. 
Mr. Russcll is an accomplished 


lighting specialist with more than 15 





Lon E. Russell 


vears of applicd expericnce with lead 
ing companies in the lighting field. 
He is a member of IES. His head 
quarters are in the Chamber of Com 
merce Bldg., Miami, Fla 

@ 

The announcement that H. B. Hall 
has been made manager of Graybar 
Electric Company in Nashville was 
made recently by A. H. Nicoll, presi- 
dent of the company. 

Mr. Hall came to Graybar in 1940 
as a salesman at Nashville after sev- 
eral years with the Nashville Electric 
Service. 


ELECTRICAL SOUTH for JULY, 1949 




















EW CHAMPION 
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one source lighting line 


Kayline stays at the head of its class 
with the latest and finest in schoolroom 
lighting . . . the Kayline Schoolite. Kay- 
line’s new Schoolite fixture achieves the 
amazing light output efficiency of 86.57! 
And this without the strong light-dark 
contrasts of ordinary fixtures. 

Maintenance is easy through hinged 
louvres and side panels. The Schoolite is 
all metal! No glass panels to be broken 
by schoolroom rough house. 

In short, the Schoolite is designed to 
be the best possible schoolroom fixture 
... and it is! 

Write for Kayline’s Schoolite catalogue 
supplement today. Other Kayline cata- 
logues cover commercial, industrial, and 
residential lighting. Send for one or all 
of them today. Remember, Kayline is the 
“one source” lighting line. 


For over 55 years 





THE KAYLINE COMPANY 
2480 EAST 22nd STREET 
CLEVELAND 15, OHIO 
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maintenance costs 
...on the “JACKNIFE’?’ HINGE TROFFER* 


and 


GUTHLITE*! 


With one twist of the ingenious maintenance rod, everything—lamps starters, 
reflectors, louvres, ballast and wiring—swings down to your fingertips for 
ladderless servicing — and pulls maintenance costs right down with them! This 
exclusive feature of the “Jacknife” Troffer and Guthlite makes upkeep far 
faster, easier, safer — and up to 80% more economical. 


You'll find complete details of this 
and many other Guth profit-building 
advancements in our handy new 
Pocket Catalog 46A-D Ask for it 
today —from 









THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 


_ f? 7 
leader» wm “sa htvwrg hrace 19°02 
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NEW PRODUCT NEWS 





Circuit Breaker Plug 


A New attachment plug that dou- 
bles as a circuit breaker has just been 
announced by Hopax Electric, Inc., 
New York. 

The device, the Hopax Circuit 
Breaker Plug, as stated by the com- 
pany, is designed to guard against 
dangerous overloading, stalling, or ro- 
tor locking on any machine employ 
ing a fractional horsepower motor. 

The Hopax Plug is said to afford 
protection not possible with ordinary 





circuit fusing. The plug operates only 
when conditions 
for the particular appliance 
it is installed. Other devices on the 
same circuit can thus continue to 
function. 

I'he Hopax Plug is very simple 
To reset the plug it is only 
necessary to remove it from 
ceptacle, then and 
lever between the prongs. 

I'he Hopax Circuit Breaker Plug 
is available in a range of ratings up 
to 10 amperes and should be used at 
equal to the rated capacity of equip 
ment it protects. The manufacturei 
says that any special application re 
quiring a high current load for a speci 
fied time can be accommodated. 

Two of the leading aut 
ing machine manufacturers are al 
ready employing the Hopax as stand 
ard equipment. In addition, it is | 
ing used on such equipment as 
pumps, grinders, separators, shakers, 
and the like. This plug should bring 
a welcome source of revenue to serv- 
icemen and repair shops. The plug 
is listed by the Underwriters’ Lah 
oratories. 

Complete information, pzices, and 
literature may be obtained from Char- 
les D. Hummel, Hopax Electric, Inc., 
547 Greenwich St., New York, 13, 
i, Paaan 
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For more than a quarter-century, in mines, mills, and factories; in shipyards 
and railroad shops; on building projects — wherever operating conditions are 
severe — Simplex-TIREX Portable Cables have been chalking up record after 
record of dependable, profitable service. 


Why? Because Simplex engineers have made it a point to study the conditions 
under which portable cables must work; to find out what hazards they’ll run 
up against, and to put this knowledge to work making cables that are really 
durable — Simplex-TIREX Cables. 

TIREX Cables are exceedingly tough and flexible. Their reinforced jacket of 
Selenium Neoprene can’t be beat for the protection it provides against abra- 
sion, oil, grease, sunlight, heat, and flame. Their insulation is tough too, and 
its stable electrical properties assure sound cable performance. Proper strand- 
ing of the copper wires that make up Tirex conductors provides non-kinking 
flexibility. 
These are the features that have paid off in long-lasting, trouble-free service 
wherever TIREX Cables have been called upon to serve portable electric equip- 
ment. Whatever your requirements, there are TIREX Cables to meet them, with 
the same benefit to you. We will be glad to help you select those best suited 
to your needs. 





WIRES & CABLES 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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It's a quick and easy 

job to wrap one of 

these Copper Ground 

Clamps around the 

pipe, because the 
band is partially formed! 
Note, too, how the rolled end 
bears against opposite 
tongue of clamp, holding the 
ears parallel and providing 
extra leverage for drawing 
the clamp tight. Made of 
flexible, pure copper. Rust- 
proofed bolt. 


H. B. SHERMAN Mfg. Co. 


Battle Creek, Mich. 





ELECTRICAL CONNECTORS 


X, 








Tubing Bender 


A NEw thin wall tubing bender was 
recently introduced by Tal Bender, 
Inc., of Milwaukee, Wisc., at the Na- 
tional Heating and Ventilating Show 
in Chicago. 

The machine is primarily designed 
for EMT’ tubing, but according to 
the manufacturer, it is fully practical 
fo: hard copper tubing, stainless steel 
tubing, and thin wall tubing of other 
commercial metals. The bender has 


only two parts that fasten together 
with a “U” kev. In action the ma- 
chine is said to be simple, fast, and 
extremely accurate in the work that 
it does. 

Changcovers from onc size of tub 
ing to another are claimed to be ac 
cemplished in’ seconds with light- 
weight aluminum formers. All stand- 
ard sizes of tubing fiom 1-inch to 2 
inch diameters can be handled, and 
a special 2-inch former is also avail 
able for the making of parallel bends. 

Descriptive literature is 
from the manufacturer. 


available 


Bench Press 


\ Low cost foot-operated bench 
press with cutting head has been 
developed by Aircraft-Marine  Prod- 
ucts Inc., 1654 N. 4th St., Harris 


burg. Pa. 

‘Trade-named AMPIli-Versal, it docs 
a clean cutting job on wire, rod, or 
sheet metal and is so designed that 
the cutting head (supplied with the 
press) can be casily removed and any 
one of seven other special AMP heads 
quickly inserted. Other available 
heads perform such operations as in 


denting, knock-outs, nibbling, “U”- 
ing, notching, and installing AMP 
Solderless Terminals. Blank heads 


ave also available. 

The  foot-operated AMPIi-Versal 
Bench Press leaves both hands free 
to guide the work and also permits 
the operator to have a clear unob- 
structed view of the work at all times. 

AMPIi-Versal comes equipped with 
cutting head. It is boxed complete 
with foot pedal, adjustable pedal rod. 


“FROM MOLTEN 
METAL 


To Finished Product” 
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Every Step Under 
Wagner Control 


You get the finest “to work 
with” when you use Wagner 
Electrical Fittings. Tough, ac- 
curately cast, precision threaded, 
you're sure of uniform quality 
when they’re Wagner's. 





Every step from 
%> pattern to flask, 
@ (5 | to the pouring 
: of molten iron, 
through machin- 
ing, plating, sort- 
ing and inspect- 
ing are Wagner 
controlled. 


Years of special- 
ization, and experi- 
ence in the manu- 
facture of Malle- 
able Electrical Fit- 
tings are a guaran- 
tee of dependabil- 
ity. Specify Wag- 
ner Fittings and be 
sure of easier, 
smoother _ installa- 
tions. Nationally 
distributed through 


Sy leading whole- 
&) salers. 


WAGNER MALLEABLE 
PRODUCTS CO., 222 W. 
Adams Street, Chicago 6, Illinois. 
Foundry and plant, Decatur 60, 
Illinois. 


=> 


Write today for illustrated Catalog 483. 
You'll find it a handy reference. 


WAGNER 


Malleable Fittings 


SOUTHERN REPRESENTATIVES 
George E. Anderson Company 
1903 Griffin St., Dallas 2, Texas 
Edgar E. Dawes & Co. 
401-402 Rhodes Bldg., Atlanta 3, Ga. 
Paul Lumpkin, 





226 Builders Bldg., Charlotte, N C. 
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etc., ready to set-up. Requires min- 
imum bench space. 

Complete information on AMPIli- 
Versal, Catalog No. 37450 and addi- 
tional heads is available upon request 
to the manufacturer. 


a 
Carbon Brush Kits 


A new technique has been added 
to the merchandising of its carbon 
brushes by Superior Carbon Products, 
Inc., 9115 George Ave., Cleveland 
5, Ohio. 

‘Transparent plastic boxes are now 
used to ship and display Assortments 





20 


No. 2. (refrigerators), No. 
cuum cleaners), and No. 30 (portable 


(Va 


tools ). 
Separate compartments each hold 
a different tvpe of brush, cach clear 


ly marked with its code number. The ‘ 


boxes are attractive and worth keeping 
after emptving. 

In addition to improved appear 
ance, high visibility enables both dis 
tributors and users to see at a glancc 
what every kit and even every com 
partment contains. 


ze 
Electrical Plugs 


DirricuLTy in removing clectrical 
plugs from wall receptacles has been 
virtually climinated by a new plug re 
cently made available. 























Illinois’ thorough control 
of produttion methods insures porcelain 
bushings of ‘high dielectric and great 
mechanical strefigth, with utmost accu- 
racy in the control df. dimensions. In- 
ternal stress is prevented through - 
careful drying and firing at scientific- 
ally controlled temperature levels. 


Bushings can be standard glaze 


EXACT 
DIMENSIONS 


COMPLETE 
UNIFORMITY 


HIGH DIELECTRIC 
STRENGTH 


HIGH MECHANICAL 
STRENGTH 


or radio interference-proof 
glaze. Dry type bushings are 
produced for all voltages up 
to 34.5 kv. Gasket seats are 
smooth, and ground when 


required. 


® 
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ELECTRIC PORCELAIN CO. ILLINOIS 


51 











nee 















no 
‘\ A at RCL 
we ah « WO yy nin 
au. © cent eo ashe wey wt sol 
rf a ttt at op WH on Ww 
wo ay EP cut OF 





wut 
_ ywo 0 
yi 

















Certified Ballasts give a high ratio 
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of fluorescent light output to the input of power 


—deliver more light for the electricity used. 


When you specify Certified Ballasts, your customers 
are assured of: 
Rated light output 
Full lamp life 


Dependable performance 


Because Certified Ballasts are made to exacting specifications. 
then tested and checked by Electrical Testing Laboratories, Inc., 


an impartial authority, they assure customer 


' satisfaction—and proved economy. 
“ey CERTIFIED 





} 
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/—ERTIFIED BALLAST MANUFACTURERS 











Makers of Certified Ballasts for Fluorescent Lighting 








2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Thyco plugs, manufactured — by 
Thyco Electrical Products, Inc., of 
Los Angeles, Calif., are equipped with 
finger grips which solve the problem 
of plugs sticking or being hard to 
grasp. 

The plugs are molded with Ame 
ican Cyanamid Company’s ivoty Bee 
tle plastic, a material which is attrac 
tive, durable, and is an excellent elec 
trical insulating material. The new 
product minimizes wear and breakage 
on both plug and cord and greatly re- 
duces the danger of electrical shock 
and potential fire hazard from bare 
wires. 

* 
Plug-In Duct 


IN MANY plants where branch cir 
cuit “‘take-offs” occur frequently, the 
Square D Plug-in duct is providing 
efficient power distribution. Loads 


can be relocated or added with min 
imum time, effort, and expense. 

circuits can be 
one-foot 


Protected branch 


“plugged-in” at intervals 





along the entire duct run. Each plug- 
in opening incorporates a built-in steel 
cover to exclude dirt and dust when 
branch circuit units are not inserted. 
Plug-in units are easily attached by 
“rocking” them into position on the 
bus bars. Powerful bus contact jaws 
reinforced with high pressure spring’ 
insure positive pressure at all times, 
minimizing temperature rise. 

Round copper bus bars provide 
greater mechanical strength and resist 
to short circuit Sup- 
ports are non-carbonizing porcelain. 

An exclusive feature is the flexible 
copper coupling arrangement of join- 
ing the bus bars. In addition to re- 
ducing installation expense through 
eliminating the need for accurately 
aligning sections, these flexible cou 
plings absorb expansion or contrac- 
tion of the bus bars caused by temp- 
erature variations. 

Plug-in duct is available for 600 
volts or less in 225. 400, 600, 800, 
and 1000 ampere ratings. It is built 
for 2- and 3-wire single phase, or 3- 
phase and 4-wire service. 

For details or Field Engineering 
Service write Square D Company, 
6060 Rivard St., Detroit 11, Mich. 


ance stresses. 
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Wire Stringing Pulley 


A LIGHT-WEIGHT new Wire String- 
ing Pulley, weighing only 444 pounds 
and easily handled, is now available 
and ready for immediate delivery from 
Pieper-Lillard, Inc., St. Louis 1, Mo. 

The pulley is sturdy enough to be 
used not only for wire stringing and 
pre-stressing, but as a transformer gin 
as well. 

It is made of special alloy, cast 
aluminum, developed during the war 
and used in airplane construction. 


Each unit is individually tested at the 
factory, and can be readily positioned 
by one man. 

+ 
Attic Fan Package 


A NEw low cost, high volume at 
tic fan “‘package,” listing at $124.50, 
has been announced by Viking Au 
Conditioning Corp., 5600 Walworth 
Ave., Cleveland, Ohio. 

Particularly suited for GI homes, 
tourist courts, cottages, and motels, 


the Viking No. 722 Duplex Attic Fan 

















Rolled easily from position to 
position. Bridges obstacles 
with ease. A 7 foot, single sec- 
tion unit requires one man only 
a minute to erect; a 45 foot 
multiple unit only 15 minutes. 
Stronger than structural steel 
yet one-third the weight. 
Safety-tread stairway complete- 
ly within the structure. No 
wrenches, wing nuts, bolts, 
loose parts. 


Each Section Folds Flat .. . 








Electrical work by Interstate 


Trinity 
Mass. 


Ca, in 
Springfield, 


Electricai 
Church, 


Write for Descriptive Circular 


Up-Right Scaffolds 


ROOM 117 ® 1013 PARDEE ST. 
BERKELEY, CALIFORNIA 


Offices in All Principal Cities 
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Vaportight 


INDUSTRIAL 


Lighting Fixtures 


Dependable Lighting in the Presence 
of Moisture and Non-Flammable 


Dusts, Gases or Vapors 


is assured by the substantial pro- 
tection built into Pyle-National 
Vaportight Pylets. Heavy cast 
metal bases, weathertight seal- 
ing, and heavy guards, are fea- 
tures that provide for the most 
severe operating conditions of in- 
dustrial service. 

The Pylet line includes a com- 
plete range of types, including 
types for conduit and wall mount- 
ing, universal 4 and 5-hub types, 
two and three gang, handrail and 
outlet box fixtures for 10 watt to 
200 watt lamps, Also Midget fixe 
tures, plugs and receptacles, 
switches, junction boxes and 
other vaportight Pylets. Consult 
your Pylet Catalog 1100 for com- 
plete listings. 








THE 


SINCE 1897 





COM PANY 
1354 N. Kostner Ave., Chicago 51, Ill. 
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N PYLE-NATIONAL 





“Package” combines two 22-inch 
three-bladed fans for an NAIM rat- 
ing of 6200 cfm (equivalent NEMA 
rating 9,000 cfm). A 1/3 h.p. ball 
bearing motor supplies power through 
a single belt drive. 

The new “package” is shipped 
complete with all material necessary 
for installation, which is easy and eco 
nomical as the fan discharges vertical 
ly and requires no vent boxes or othe 
fittings. 

An automatic electric timer built 
into the fan casing eliminates the in 
stallation of a wall switch leg. Hing 
ed automatic ceiling shutters can be 
lowered, making it possible to clean 
and service the fan and shutters from 
the floor below. 

® 


Outdoor Lighting Control 


A NEw single unit outdoor lighting 
control for interval night illumination 
is now in production at the Fishe- 
Pierce Company in Boston, Mass 
This new Series 62405 Photoelectric 
Relay may be used for transportation 
terminals, freight-loading areas, park 
ing lots, commercial signs, billboards, 
display windows, rural street lighting, 
factory yards, etc. 

The unit consists of a light sensi 
tive photorelay and a_ built-in time- 





switch. The photorelay turns on 
the lights at a preset value of daylight, 
and the automatic time-switch turns 
them off at any preset time during 
the night. The time-switch can also 
be set to turn on the illumination 
early in the morning if desired. In 
that case the lights remain on until 
the daylight reaches sufficient inten- 
sity to activate the photorelay, shui- 
ting off the lights until again: needed. 

Model 62405 operates on standard 
Il5v A.C., Model 62406 on 230s 
A. C. Both are conservatively rated 
to handle:3,000 watts of lighting load. 
All components in the circuit operate 


safely below their ratings. Mainten- 
ance is simple. All tubes have a life 
expectancy of 20,000 hours. 

Prices and other detailed informa 
tion may be obtained by writing to 
the Fisher-Pierce Company for Series 
62405 information. The address is +5 
Cevlon St., Boston, Mass 


E 
Plug-In Strip 


Two pistincr types of residential 
electrical service are provided by the 
installation of a new model Plug-In 
Strip that is being marketed by Na 
tional Electric Products  Corp., 
Chamber of Comme:zce Bldg., Pitts 
burgh 19, Pa. 

With this multi-outlet 
mounted on baseboard or as chaii 
rail molding, home electrical equip 


ment can be selectively controlled 
either wall or equipment. 

The ability to turn floor and table 
lamps on or off from a wall switch 
is said to be one of the most valuabk 
points in favor of this new multi 
outlet assembly. 

Three No. 12 AWG copper con 
ductors have been factory-wired into 
the Plug-In Strip. These conductors 
serve the three-slot receptacles which 
are spaced at 18 inch intervals along 
the 24 gauge steel assembly. 

Floor and table lamps, and other 
equipment desirable for control from 
wall switch, are plugged into two of 
the three receptacle slots. The radio, 
blanket, television set and alarm 
clock—preferably controlled at the 
appliance—are plugged into the cen 
ter and lower slot for constant electri 


assembly 














it 


cal service. 

The manufacturer claims that the 
use of the new multi-outlet assembls 
eliminates a major amount of com 
plicated behind-the-wall wiring. The 
new multi-outlet assembly has a pet 
manently locked-on cover. When 
full 6 foot lengths, or parts of lengths, 
are joined in an installation, a coppei 
barrel connector is crimped over the 
conductor ends. This produces a 
mechanically-massed copper connec- 
tion. It provides a solid copper con 
ductor from panel box to last outlet, 
and eliminates soldered and screwed 
connections in the circuit. The new 
model can be hacksaw cut to fit on 
the job without taking the assembly 
apart. 
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NEW BULLETINS 





THE COMPLETE line of Emerson 
Electric Capacitor-start Motors is pic- 
tured and described in detail in a 
four-page bulletin offered by the 
Emerson Electric Mfg. Co., St. Louis 
21, Mo. 

Included in this bulletin 
tails of construction of the 
parts of motors, complete dimensions, 
diagrams and performance in accord 


are de- 
various 


ance with NEMA fractional horse 
power motor standards. 
\ copy of the bulletin (X6157) 


will be mailed to those requesting it 


on their company stationery. 


to automatic 
guiding and positioning of sheet ma 
terials in high-speed web and _ strip 
processing, a new, integrally designed 
electronic control device—the Reli 
ance VSP Camber (Edge) Control 

-is reviewed in a two-page bulletin 


DrsIGNED provide 


issued by The Reliance Electric & 
Engineering Company, Cleveland, 
Ohio. 

Chis new unit, combining electro 


nic elements with a rotating element, 
permits continuous operation while 
accurately positioning strip at speeds 
as high as 3000 feet per minute. Al- 
ready used on slitting, side-trimming 
and shearing lines in the steel indus 
try and on winder reels of paper pro 
cessing drives, the VSP is also said to 
be adaptable to applications unlimi 
ted in number where a position guid- 
ing control is desired. 


In. addition to describing _ this 
equipment, its construction and op 
erating features, Bulletin K-2051 in 


cludes schematic wiring diagram and 
pictures of typical installation. Copies 
available on request to The Reliance 


mation and data as well as cross-sec- 
tions and illustrations about this 
series. 

“Kayline ‘Sunlite’”’ is Catalog Sup 
plement No. 48B, and included are 
illustrations and other pertinent data 
on “Sunlite’” units: glass and louvre 
type and four glass panel unit 


a 
A BOOKLET describing a completc 
new line of solderless electric con 


nectors, featuring serrated, silver con 
tact surfaces, interlocking sides, and 
which will accommodate a wide range 
of conducto1 
ced by General Electric’s Switchgear 
Divisions at Philadelphia 

The use of silver on all current cat 
rving surfaces means no. oxidation 
problems, low contact loss, long life, 


sizes has been announ- 


and low maintenance, engineers said in 
making the announcement. 
rated contact surfaces give high pul 
over strength, positive pressure on the 


he Sel 


cable, resistance to vibration and as 
sures a high-conductivity joint, they 
added. 
Hardware 
the units is described as being made 
of high-strength, non 
bronze alloy that gives tight connec 


used 


in construction of 


corrodible 


tions; and the interlocking sides are 
designed to firmly hold the strands 
of cable within the conductor enclos- 
ure. ‘The connectors can be instal- 
led without removing nuts from the 
clamps, thus eliminating the trouble 
of lost nuts and washers. They will 
not twist or distort or season crack. 

Some of the types of connectors 
are: straight, tee, block terminal, an 
gle, parallel, ground. 


\ new 20-page illustrated bulletin 
which gives complete information on 
the installation, operation, and test 
ing of ballasts for fluorescent lamps 
has been announced as available by 
Electric’s Specialty Trans 
former and Ballast Divisions. 

Designated as GET-922-B, the bul 


letin was prepared as an aid to elec 


General 


trical contractors, electricians, main 
tenance men, and fixtures manufac 
turers. It contains sections on fluo 


rescent lamps and starter switches in 
addition to those inductive 
and inductive-capacitive ballasts and 
inductive starting ballasts for d-c 
lamp operation. 

This bulletin is available from the 


covering 











The REVERE Hinged — 
Floodlight Pole el - Flood 
nates hazardous climb- Ideal 
ing to clean or serv- — 


ice floodlights. 20, 24 
and 30 foot mounting 
heights. 












“The COMPLETE Quality Line” 
LIGHTING EQUIPMENT 
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for 


for Sports, 
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and 20” Rear Service 
long range lighting. 


Railroad Yard, 
Golf Drive Range 
lighting jobs. 
Has many un- 
usual features for 
tase of 




















Safety, 
Electric & Engineering Company, \ ~ . Wiring and Main- 
- : te 
1076 Ivanhoe Road, Cleveland 10, \ 4 
\ ‘ 
Ohio. e ‘ Wt 
* 4 4 e 
\ a* 2 | 
\ Joma 
Now available are four new cata : \ A rH 
'ogs from the Kavyline Co., 2480 E. i Le 
Se. : : ss ; 
22nd St., Cleveland 15, Ohio. i aint ie at : 
“CO ' Colorful” ) WRITE FOR CATALOG 
ae) and 0 Ol * IS t 1c com All Aluminum Tri- 
pany’s residential lighting fixtures angular Flood — Convertible with 5-light 
y ee ; . " for corner loca- cluster——the most at- 
edition, giving dimensions, colors and AY tions. The only tractive island lighter 
° ’ : : : “ . call ie flood made that in existence. Takes 1 
finishes of the new Kayline fixtures. <<“ casts a definite 90 to 5 tep fleods with 
“Kayline Commercial Lighting” is beam pattern, No 150 Watt Par 38, or 
1 . 4 s} light onto 300-500 Watt R-40 
Catalog No. 48, in which both fluo neighboring _pro- Lamps. In colors to 
rescent and incandescent fixtures are sia outs any calor eobome, 





} 
‘wf 


illustrated, and features of respective 
units are given. Installation methods — 
are shown as well as sectional views. 

“Kayline ‘Troffers,”” Catalog Sup- REVERE ELEC 
plement 48A, gives important infor- 6005 Broadway 
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40, Ill. 
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NEW 


Angle 
lron 


~ Ground Rod 





LESS EXPENSIVE 


This rod consists of hot dip 
galvanized | x 1 x 3/16 angle 
iron incorporating special drill- 
ed bolt for securing ground 
wire, no other clamp required. 
Being of angle construction 
will not sway when driving. 


U. L. Approved. 


Send for copy of 
BULLETIN 18-B 
which illustrates our 


complete line. 


THE 
M. & W. ELECTRIC 


MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 
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General Electric Company, Schenec- 
tady 5, N. Y. 


A NEw 4-page leaflet, “MO-2 and 
MO-4 Multibreaker — Loadcenters,” 
has been announced by the Westing 
house Electric Corporation. 

The purpose of the leaflet is to 
announce the availability from stock 
of these additions to the Westing- 
house line of loadcenters. ‘The ad- 
vantages of the loadcenters over fused 
equipment for both home and farm 
owners are discussed, and the new 
design features that provide for quick 
and easy installation and for better 
protection are described. Step-by- 
step installation photographs and 
cross section views of the loadcenters 
will be useful. 

This folder should be of interest 
to builders, electrical contractors, and 
architects alike because of the wide 
market for loadcenter application. 

Copies of the booklet can be ob- 
tained from the Westinghouse Elec- 
tric Corporation, P. O. Box 868, 
Pittsburgh 30, Pa. 


Improvements 
In Transformers 
(Continued from page 26) 


almost double the comparable value 
for asphalt-impregnated paper. In 
contrast to that of other materials, 
moreover, this dielectric strength re- 
mains high even when the tempera 
ture of the insulation is raised to a 
level far above the normal operating 
range. 

In addition to having such many 
excellent properties, however, a ma- 
terial is suitable for use as transform- 
ex insulation only if its life equals 
or exceeds the thirty-to-forty years’ 
operation span normally expected 
with instrument transformers. Ac- 
celerated life tests made on buty! 
transformers under extremely adverse 
conditions indicate a life expectancy 
well over these requirements. 


Service for Industry 
(Continued from page 23) 


nish a performance bond to cover the 
maintenance service for one year. Mr. 
Wooltorton does not know of anyone 
else offering that protection, and it 
is something new for his service de- 
partment. 

“Our whole aim behind this serv- 
ice,” he says, “is to relieve our cus- 
tomers of all worry and responsibility 
fer their lighting service. If they op- 
erate on a budget, we show them that 


they can know a year in advance how 
much it will cost them to maintain 
their lighting system. There are no 
extra charges, as everything is covered 
in small monthly payments. We 
have made our service as complete as 
we possibly can. 

“We have other maintenance serv- 
ices available, which include a guaran 
teed maintenance service on electric 
motors, based on a small monthly sum 
that would include the cleaning, oil- 
ing, and checking of the motor at 
regular periods. If the motor should 
burn out during the time of the con- 
tract, it would be rewound or rebuilt 
free of charge to the customer. 

“We also have a service for the 
maintenance of small commercial re 
frigeration. We have a_ contract 
which is very encouraging so far fot 
the customer. It is in the experi- 
mental stage now and is mostly for 
stores, restaurants, hotels, and similar 
users of refrigeration. We will under- 
take to service any electrical equip- 
ment for any plant or commercial 
user. 

“This broader service is the result 
of a customer’s idea. The custome’ 
first contracted for service for his 
fluorescent fixtures. Then he wanted 
to know if we would also service his 
refrigeration, exhaust fans, circulating 
fans, and other electrical equipment. 
He wanted everything covered in a 
flat monthly charge. We put every 
thing in a contract which calls fot 
service on a 24-hour basis. 

“Our charges for this type of service 
are based on the installation. ‘There 
is no set rate for it. It varies with 
the type of equipment.” 

Jack Sparger, who has supervision 
of the motor department and keeps 
the cost records on lighting mainte 
nance, gave an illustration of the con 
tract charge on a typical job. With 
a standard height ceiling and seven 
four-tube fiuorescent fixtures, the 
service cost on that type of installa 
tion was $5.60 a month. That guaran 
tees that the customer’s lights will be 
in proper condition all the time, day 
and night. 

“That customer,” added Mr. Spat 
ger, “said he wouldn’t climb the step- 
ladder to put tubes in for that. The 
year before he had to get five trans- 
formers replaced. He is saving quite 
a bit on the deal. 

“The person hardest to sell is the 
man who has no figures on what his 
lighting maintenance is costing. The 
man ‘who has the figures is always 
easily sold. 

“Some fellows don’t begin check- 
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ing on their costs until we go in. We 
go back a month later and they have 
them all figured. It is not an imme- 
diate sales proposition, but a long- 
rage one. 

“Very few people, we find, look at 
their fixtures to see how dirty they 
are—not until we talk to them. Afte: 
we talk to them, it seems to them that 
more of them burn out than before, 
but actually there are less. Fixtures 
are especially dirty in towns. where 
dust accumulates.” 

Cherokee Electrical Company stress- 
es that service is just as close as a tele- 
phone. An hour's service is guaran- 
teed in Kingsport. 

‘Tubes are usually not replaced after 
they burn out, but before. A service 
man can tell at a glance if a tube is 
about to burn out and can replace it. 
Customers, too, learn how to tell 
when a tube is burning out, or if a 
fixture is going bad. 

In the long run, the customer is 
given better lighting and his service 
costs are cut. The whole service is 
based on the manufacturer’s recom- 
mendation of an average tube. The 
customer, under contract, pays noth- 
ing extra for the tube. But from ex- 
perience with contracts, Cherokee 
knows what to charge. 

The service contracts have their ad- 
vantages in giving Cherokee better 
contacts for other electrical work too. 
In the words of Mr. Wooltorton: 
“The service gives us better contacts, 
close contacts. We are their electri- 
cian and they call on us. All that 
takes time to work out, of course. 

“For years, plants and stores have 
been installing new equipment. Now 
it is becoming aged and needs more 
maintenance. Of course, the mainte 
nance of equipment means a lot of 
headaches and worries. Few contrac 
tors are interested in doing this type 
of work. 

“It takes a different type of work- 
men to handle maintenance from 
those who install the equipment. <A 
man has to have greater experience 
and technical knowledge to repair a 
piece of equipment. 

“It takes a lot of patience. Some 
contractors won’t be bothered—they 
don’t want calls at unreasonable hours. 
We have to be on call day and night 
for service. 

“Our trucks are equipped for serv- 
ice calls. Our shop, also, is equipped 
to handle all of our own repairs for 
the service. We have our own motor, 
construction, and maintenance depart- 
ments. The three departments work 
together. 
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PRECISION BUILT 
by 


METAL 
FABRICATING 
SPECIALISTS 








CUTOUT BOXES 


Pail, Depa ie), Ba -tep 4+) 


MAL Si, cima celticy fF 
TELEPHONE CABINETS 
WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 


WELDED JUNCTION BOXES 
& FLOOR BOXES 
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STAM PING 


TRANSFORMER CABINETS 






SPECIALS TO CUSTOMERS 


REQUIREMENTS 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 


DUNCAN METER SOCKETS 


ROSITE BLOCKS— 
HIGH GRADE 
ARC-RESISTANT 
INSULATION 





TYPE D 
DRAWN ALUMINUM 
METER SOCKET 


TYPE ¢ 
DIE-CAST ALUMINUM 
METER SOCKET 






FLAT SIDES FOR 
PUNCHING 
SIDE OUTLETS 











JAWS READILY 
CHANGED FOR 
HORIZONTAL 
INSTALLATION 







RAPID CHANGE 
ALUMINUM 
SEALING RING 


For Tustallation Economy! 


SE the socket designed for the job. Do you 

use cable—then the Type D provides the best 
installation at unequalled economy. If you use 
conduit; the Type C is the answer. Applicable to 
most residential and small commercial services, both 
Type D and Type C are readily adaptable to either 
cable or conduit, using standard available fittings; 
thereby reducing the number of items for stock. 
Both meet all requirements for standardization, 





DESIGNED FOR CON 
DuIT BUT MAY BE 
USED WITH CABLE 


DESIGNED FOR CABLE 
-.. BUT MAY BE 
USED WITH CONDUIT 
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DUNCAN ELECTRIC MFG. CO. LAFAYETTE, INDIANA 
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RONG, 


CORDS AND CABLE 





With The Dupont 
Neoprene Jacket 







y. Flexible... Tough... 
Long Lasting... De- 
pendable. Coils easily, 
does not kink or tangle; 
withstands hard usage, 
resistant against heat, 
grease, oil, chemicals 
and abrasions. These 
features mean lower 
maintenance cost and 
safer operation. 
















Write today for 
name of nearest 
distributor. 


<& 


ual hy) Warehouse Stocks 
we in principal cities 
’ ~ 


% 
WESTERN INSULATED WIRE CO. 


1001 E. SIXTY-SECOND ST.*LOS ANGELES 1, CALIF 












WRITE FOR 
CATALOG SLC 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRO-ES * CINCINNATI 2, OHIO 












“These maintenance crews are each 
specialists in their own line of work. 
They do not overlap each other. 
They work on a close schedule, so as 
to operate efficiently in doing their 
work and to give better service to the 
customer. 

“We are able to take care of a small 
installation or one very large. We 
don’t draw the line on that. It is just 
as important for a man with a small 
installation to have good lighting a: 
for a large plant. We have been deal 
inv with some of the larger plants in 
the Kingsport area, but it will take 
time to work out the costs.” 

Tentative plans call for all mainte- 
nance men to wear white uniforms for 
cleanliness. Obviously, a white-uni 
formed maintenance man is more ac 
ceptable in a restaurant and other 
types of business where people arc 
cating or drinking. 

An area of 100 square miles is 
served by Cherokee Electrical Co. 
However, nearly all of that at present 
is in Kingsport and vicinity. Kings 
port has long been known as a model 
industrial city. It is laid out on a 
model city plan. The Kingsport Press 
is known as the largest book printing 
plant in the world, with capacity of 
around 2,000,000 books a month. 
Nearby is the Meade Paper Co., pro- 
ducing paper, and the Holliston Mills, 
producing a cloth often used in book 
binding. There are other textile 
mills, glass plants, cement plants, and 
the sprawling plants of the ‘Tennessee 
Fastman Corporation which have 
spent millions for expansion. 


Industrial Heat 

(Continued from page 21) 
has to be installed and kept going to 
furnish the steam. This boiler has to 
be fired every morning at the begin- 
ring of each day’s work and there is a 
lapse of time before the steam can 
begin to function. With electric cable 
you simply flick the switch, and the 
pipe is warm in no time. ‘These time 
saving, dollar saving facts provide am 
munition with which the contractor 
can shatter sales resistance with any 
hard-boiled customer. 

The cost of electric current for 
pipe-heating is very low. For Ten- 
nessee Biscuit, an 1,800-watt installa- 
tion was required to maintain a tem 
perature of around 120 degrees for ap- 
proximately 120 feet of copper pipe. 
It can be plugged into any 110-volt 
outlet. In the case of water pipe or 
other services intended merely to pre- 


vent freezing, much less heating would 
be necessary at much less power con- 
sumption. 

The Travis Electric Company began 
operation in Nashville in 1945 when 
three brothers, Hilliard (president), 


Leon (vice-president), and Wade 
(secretary-treasurer), pooled their many 
vears of separate experience and es 
tablished their own business together. 
It is a closed corporation owned by 
the three with 15, 14, and 12 years 
experience in the contracting field. 
One important factor in the com 
pany’s success is the supe rintendent, 
Sam L. Lewis, with 20 years expe- 
rience. 

The company’s activities are con 
fined to industrial and commercial 
wiring and installations. ‘They covet 
a large part of Middle ‘Tennessee in 
their operations and are handling 
some of the largest industrial jobs in 


that area. 


Lighting Specialists 


(Continued from paqge 19) 


could be supplied from a three-phas> 
transformer bank with a neutral tap 
from one transformer. 

The main switch is a 600-ampere 
unit from which circuits are extended 
to different parts of the store by 6 
feeders. 

This store is 100 per cent “self 
serve,” which means that all meat 
and cheeses are cut, weighed, and 
cellophane wrapped before _ being 
placed on sale in refrigerated display 
cases. The preparation for display 
of meats and cheeses is done by wom 
en emplovees in a special room. Th 
latter is provided with work table 
at each side. The tables hold self 
lighting scales, slicing machines, and 
heated irons (resembling small sol 
desing irons), which hermetically 
seal the cellophane package wrap 
pings. 

To facilitate the work, machines 
must be positioned on tables to suit 
workers’ convenience. ‘To this end. 
the tables are provided with 48 fect 
of continuous outlet, having plug-in 
outlets every 12 inches. 

General lighting consists of a to 
tal of 89 200-milliampere, Slimline 
fixtures. ‘These fixtures were arrang 
ed in 9 end-to-end runs of 84 fix 
tures. plus 5 extra fixtures in the re 
frigerated, pre-packaging and cutting 
rooms. ‘These lights provide an il 
luminating level of 52 foot-candles 
at shoulder height. 

Incidentally, Riverside was given 
no set of detailed specifications for 
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USTOM-MADE BRUSHES 


Lercthra cost! 


There's no production time wasted cutting down so- 
called ‘‘standard"’ brushes. 


2? There's no ‘‘field variation'’ — brushes are precision- 





Breaking Strength tests HERE... 
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shaped at the factory. 


There's no extra cost — you get brushes that fit your 
commutator and rings exactly. 





The next time you need brushes, 
! call the Helwig office near you 
| for all the facts on how Custom- 
Made Brushes can cut your 
maintenance costs. 


DON’T RUN OUT 
OF BRUSHES! 


Here's a simple way to 
maintain your brush stock. 
Choose any of 8 Helwig 
—=s : Brush Kits. Bulletin 65 
es SOUTHERN OFFICES gives complete details. 


‘_oe 
ee HELWIG ee 
MOTOR BRUSH KIT 
~—Ne. 12- 
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ao 10. 
HELWIG COMPANY, Milwset 





Atlanta 316 Walton Bidg.; La. 7202 
Oklahoma City _ 323 NW 2nd St.; Tel.: 2-6881 
Houston 1101 Chenevert; Ch. 4-6549 
St. Louis 1913 Washington Ave.; Ch. 6510 
El Paso 708 N. Piedras St.: Moin 7845 





HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 


... assure strong splices 
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5/8'x 8’ GALVAN ZED © The exceptionally high tensile strength 


of the fabric used in PANTHER and DRAGON Fric- 

tion Tapes makes for stronger splices . . . splices that 

. This hi ity i ran by con- 

Steel ground rods, with one end pointed for easy driving, last longer This higher quality ode teed 7* 

and hot-dip galvanized for extra protection. %'x8' carried stant checks on breaking strength, such as the one 
in stock ready for immediate shipment. Can furnish other for ASTM specifications shown above. 


sizes and lengths if quantities sufficient for production. a 
: PANTHER and DRAGON Friction Tapes also rate 


HILA nrit STEEL (COMPANY high in tests for adhesive and electrical properties . . . 


Te Stare DIXISTEEL arene Meta) work easily and stay spliced in cold as well as warm 


weather. Sold only through recognized independent 











wholesalers. The Okonite 





Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


Company, Passaic, New 
Jersey. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 


\~ Ze 
quate wiring systems, may be obtained with a threc- : ee “5 
? year subscription to Electrical South at the special - Ao 
| price of $2.50 for a limited time. Send name, ad- 


dress, and remittance at once to make sure of getting IP 
a pr anther and ragon 


ELECTRICAL SOUTH 
806 Peachtree St., N. E. Atlanta 5, Ga. friction and rupest tapes 


ae i fel a sal ‘ Bias Sahat Oar | 
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Just off the press 
YOUR 80-PAGE MANUAL 


The most comolete manual on 
e‘ectrical connectors and acces- 
sories. Color photographs, charts, 
data, technical, engineering and 
other vaiuable information. 


SOUTHERN REPRESENTATIVES: 


| Verlyn H. Branham J. P. Lumpkin 
180 Interlocken Dr. 248 Trcenquil Ave. 
N. W. Atlanta, Ga. Ch-riotte 3, N. C 


WRITE ON YOUR LETTERHEAD TODAY FOR COPY 


COPPER TUBE 
| | & PRODUCTS, Inc. 
CINCINNATI 27, 0. 





NON-METALLIC — BX. 
& GROUND WIRE 


SERVICE ENTRANCE CAP 


Sold Thru 


Your Local Wholesaler 


ATLANTIC CONDUIT 
FITTINGS CO, 


BOSTON, MASS. 


the Carl’s Market job. The latter 
was “engineered” by FE. M. Irvin, 
firm member, and L. S. Coggins, the 
firm’s estimator and field supervisor. 
Coggins has been very active in pro- 
moting the sale of fixtures whenever 
the firm has gotten a wiring contract 
where fixtures would have to be in- 
stalled. For the Sterling and Carl’s 
Market jobs, the lighting fixtures 
volume approximated $10.000, in ad 
dition to the labor involved in wirin7 
and fixture installation. 

As a sample of what it can do on 
a lighting job, Riverside has illumin- 
ated its own appliance displav room, 
30 feet bv 50 feet with 6 Slimline 
fixtures. These are tandem connec- 
ted to make three double fixtures. 
Each of the single fixtures is of 8- 
foot length, and is equipped with 
four lamps. 

One of Miami’s older electrical 
contractirg firms (established in 
1922). Riverside Electric was, until 
recently, a partnership composed of 
Eugene M. Irvin and E. Miller Irvin. 
Now, it is incorporated with the two 
Irvins serving as president and vice- 
president. respectively. 


Underfloor Ducts 
For Flexibility 
(Continued from page 17) 


paper cutters, die presses, rolling ma- 
chines, drills, etc. To make possible 
quick connection of each machine 
with a minimum of exposed cable. 
the underfloor duct grid was installed 
with junction boxes at each grid 
crossing point, from which it was 
simple to locate an after-set type in- 
sert into the duct line, with a short 
conductor direct to the machine mo- 
tor. In all cases, the after-set con- 
necting inserts were installed direct- 
ly under the machines, which made 
it possible to connect a short, flexi- 
ble cable from floor to motor. 
“Raceways are available anywhere,” 
Mr. Griffy indicated, ‘which made it 


possible to relocate any machine if 
its initial position proved to be im- 
practical.” 

The result of this unusual installa- 
tion has been a plant floor entirely 
free from networks of power supply 
cables, important both for eye appeal 
ond for shuttling heavily loaded plat- 
form trucks and dollies back and 
forth from department to depart- 
ment. 

The next problem—lighting—wa 
solved with the installation of 216 
100-watt fluorescent double lamp fix- 
tures, 18 inches above the bottom 
level of each truss along the plant 
roof supports, the fixtures being spac- 
ed between some 40-odd trusses. The 
lighting units are suspended from 
steel rods merely clamped on to ver- 
tical members in each truss, so that 
it will be easy to change the light- 
ing system at anv desired time in the 
future. With the fixtures thus re- 
cessed back into the truss network, 
stacks of cartons 12 feet high can 
be moved from place to place in the 
plant without danger. 

Much publicity was given the un- 
usual installation by Oklahoma City 
newspapers, with the result that the 
40-year-old electrical contracting firm 
was invited to consult on_ similar 
“clean plant” plans. 





Chor 


Anti-Corrosive Paint 
for 
Galvanized Structures, 
Including Fences, 
Applied in a single coat 


Cibo inc. 


HACKENSACK, N. J 














ELECTRICAL ENGINEERS 


Graduates, experienced in design, engineering and economic studies of 
steam-electric power plants and high voltage substations. Also, engineer 
experienced in power system relaying and in preparation of specifications 
for switchboards and switchgear. Please submit resume including personal 
data, education and experience record to: 


EBASCO SERVICES INCORPORATED 


Personnel Department 
Two Rector Street New York City 6, New York 
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This is one section 
of the current issue 
of Electrical South. 


pliance Section 


Household and Commercial Appliances ° Radio * Television 
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maker appliances. 


Sans. 





No. 1115 - “Pop-O-Matic” 
Toaster incorporates newest 
thinking in toaster design and 
styling at an attractive price. 
Fully automatic! 





— 


No. 1311 - The “Grid-o-matic” -- A beautiful, 
multi-purpose grill. Makes huge waffles on one 
side of grids, or, quickly reverse the same grids 
(no extra set of grids to store) and you have 
160 square inches of useful cooking surface. 
Finding favor everywhere! 


The ‘Season is here for Dominion leisure 
Fewer hours in the 
kitchen— more hours of fun! Display — 
promote —- and you'll sell these warm 
weather favorites! sii 










No. 2912 - 10” Oscillat- 
ing Fan. Pleasing and 
modern in appearance 
and performance. 
Quiet! 


Dominion 


APPLIANCES 





No. 1420 - Table Stove -- Has Tuttle & Kift 
hinged units easily cleaned -- longer life. Has 
plenty of looks and sales appeal! 


See these and many other 
new appliances introduced 
for the first time at the 
Housewares Show. 
ATLANTIC Ciry,. N. 3. 
July 11-15 
Booths 464 - 466 





DOMINION ELECTRIC CORPORATION, MANSFIELD, OHIO 
A COMPLETE LINE OF TABLE APPLIANCES .. . AVAILABLE THROUGH REPUTABLE DISTRIBUTORS ACROSS THE NATION 
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HOW YOU CAN MAKE MONEY 


SELLING... 


("2 minutes) 


ABOUT THE INDUSTRY a a 
—Appliance dealers have 


sold more than 1,500,000 home freezers. This figure 
is important for one big, money-in-your-pocket rea- 
son: Appliance history proves that once 1,000,000 
major appliance units are sold, sales come faster and 
faster! That time is now. 


ABOUT THE PRODUCT ,,.... people are buying 


home freezers now than ever before. And they’re 
asking for the Deepfreeze home freezer because it’s 
America’s fastest selling home freezer. There’s a big 
market! It’s just good business to stock Deepfreeze, 
the pacemaker, and join this profit parade. 


HOW TO DISPLAY If_ try this! Display a 


Deepfreeze home freezer stocked with food. Watch 
your customers gather about this “‘live’’ display. 
Your Deepfreeze distributor offers you many dis- 
play ideas, profit-wise suggestions for cashing in on 
this big year in home freezer sales. 


HOW TO DEMONSTRATE IT. tes! Let 


your Deepfreeze home freezer distributor’s home 
economist arrange a freezing demonstration that 
builds store traffic like nothing else does! And 
demonstrations sell Deepfreeze home freezers. 














DeLuxe Model C-6 
Holds more than 210 


DeLuxe Model C-10 Model B-10 


Holds more than 350 





—— 


Holds more than 350 





FREE SALES HELPS plus STRONG ADVERTISING 


—Here’s what Deepfreeze offers you: Practical, 
realistic sales material. Sales-tested freezer demon- 
stration ideas! Special floor-planning! All backed 
by continuous, strong-selling national advertising. 
Remember: The Deepfreeze franchise offers you the 
product everyone wants and the name everyone 
knows. 








Suite 1446 
Merchandise Mart 











Model B-6 
Holds more than 210 Deluxe Model C-18 


Holds more than 612 pounds 















pounds of assorted 
food. Price, delivered 
and installed—$229.95 


pounds of assorted 
food. Price, delivered food. Price, delivered 
and installed—$249.95 and installed —$369.50 
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pounds of assorted pounds of assorted 
food. Price, delivered 


and installed—$424.50 






of assorted food. Price deliv- 
ered and installed—$599.50 
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Easy SELLING of package kitchens 
passed out with the “‘seller’s market” 
and, according to Harry Endicott, 
head of Osborne-Endicott Appliance 
Company of Oklahoma City, Okla- 
homa, there’s a lot more to package 
kitchen merchandising than merely 
setting up a display kitchen in the 
showroom and waiting for customers 
to drop in. 

While the firm’s whole merchan- 
dising program is keyed to the selling 
of complete kitchens. there is a spe- 
cial concentration of effort on the 
dishwasher as a stepping stone to a 
complete electric kitchen. This effort 
has been particularly successful when 
combined with the company’s over- 
all kitchen promotion policy which 
includes: (1) Specialization in model 
kitchens with adequate advertising 
support; (2) quoting installed prices 
which helps to eliminate customer 
dissatisfaction that frequently occurs 
when customers have to arrange for 
the installation with another firm 
having no interest in the sale; and 
(3) dramatic presentations and dem- 
onstrations of package kitchens which 
result in an ample number of pros- 
pects to occupy salesmen. 


Stepping Stone 


“We consider every dishwasher or 
sink sale as a stepping stone to a 
complete kitchen,” Mr. Endicott said, 
“and follow up all such sales regularly 
until we eventually land the job. 

“The automatic dishwasher is an 
ideal appliance to give special effort. 
We consider it our best profit build- 
ing item, inasmuch as there are no 
trade-ins involved, the machine car- 
ries the best mark up of any appliance 
in stock, and has almost universal in- 
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terest from housewives and husbands 
alike. 

Therefore, to make the most of 
dishwasher promotion, Osborne-Endi 
cott concentrated the largest part of 
their newspaper advertising on dish- 
washers—and similarily expended the 
greater part of their outside selling 
cffort on the same appliance. 


There are two major sources of 
dishwasher prospects, according to 


Endicott. First, the store has two 


Buyer’s Market 


by Robert A. Latimer 


of them hooked up and in constant 
operation, both in a separate display 
and as part of a model kitchen inside 
the all-glass front at the left of the 


store. A stock of dishes is kept on 
hand in convenient overhead cabi- 
nets for both dishwashers, to show 


visiting prospects the best method of 
stacking the dishes for sanitary wash 
ing, etc. 

Every woman entering the store is 
subjected to a “dishwasher demon 





Because every housewife and husband alike generally indicate special interest 


in the dishwasher, the 


Osborne-Endicott 


Appliance Co., of Oklahoma 


City, concentrates sales efforts on this appliance as a stepping stone to 

complete kitchen sales. An effective means of getting prospects is the store 

policy which requires every sales person to endeavor to demonstrate the 
dishwasher briefly to every customer that comes into the store. 


ELECTRICAL SOUTH for JULY, 1949 


») 


eiseeeent fied 


stration” before Icaving. 

“We have made this a_ required 
step in waiting upon any customer,” 
Mr. Endicott said, “even if the cus- 
tomer came in only for a radio repair 
job or to buy a new socket. Most 
women, we have found, are still un- 
familiar with the operation of an auto- 
matic dishwasher, and are quite will 
ing to go through a demonstration if 
it is made plain that there is no obli- 
gation. We tell every store prospect 
quite frankly that we are gunning for 
their future business, and as far as 
possible, urge the prospect to operate 
the machine herself—turning on the 


) Pd 





EVERY WOMAN WHO HAS 
AW Apoint AUTOMATIC 
ELECTRIC OPSHWASHER 

IN HER HOM 


) 0 


aha aS 


ene ee 


controls, lifting the lid, lifting from 
wash to rinse, etc.” 


Outside System 


“With the policy of outside active 
demonstration, the system is simple.” 
Endicott said. “The salesman who 
sold the dishwasher goes along on the 
installation, and makes sure that it 
is properly set up. Then, he is auto 
matically scheduled for a demonstra- 
tion callback one week after the unit 
has been installed, a notation placed 
on a day-to-day journal maintained 
for the purpose. 

“On the demonstration callback. 
the salesman is accompanied by the 
expert woman demonstrator from 
Oklahoma Gas & Electric Co., who 
will spend an hour, two hours, or 
whatever time is necessary to teach 
the housewife to get the most out of 
the machine. Before sending cithe: 
out, we telephone the housewife, and 
urge her to invite in friends and 
neighbors in the area to witness the 
demonstration. Inasmuch as most 
women are usually especially proud of 
the machine, we get many such 
groups together. 

“As many as a dozen prospects 2~ 
usually on hand when the demonstr: 
tion is carried out. Shown to the 
housewife are means of econom‘:** 
on soap—it has been found that n 
women use too much soap—how to 
stack sturdy and light dishes, how to 
use the dishwasher for light and heavy 
duty operation, etc. Every point in 
the machine’s construction is care- 
fully detailed. At the end of the 
demonstration, the salesman attempts 
to get names and addresses of all who 
had witnessed it. Most women like 
to keep up with the Joneses—and 
thus one sale in a particular neighbor- 
hood may produce a dozen more with- 
in a few weeks, even ifsit is only an- 
other dishwasher or garbage disposal 
machine.” 

The matter of inctallation is. espe- 
cially important to the appliance deal- 
er selling equipment that requires 
piping such as sinks, dishwashers, dis- 
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Successful sales promotion of dishwashers requires effective demonstration. 
The dealers who take advantage of distributor co-operation in the training 
of salesmen are doing the best job of selling this appliance. 


posal units, and electric water heat- 
es. Osborne-Endicott has solved 
this problem by maintaining friendly 
relations with a “pet plumber and 
carpenter” who not only can be relied 
upon to make installations whenever 
needed, but who will also accompany 
the salesman to assist in making the 
original estimate. 


Policy Paid Off 


This policy and arrangement en- 
abled this firm to sell 44 complete 
kitchens in 1948, ranging in price 
from $900 to $2,500, plus 70 othe: 
partial kitchens which included range, 
refrigerator and overhead cabinets. 

“We tackle any type of kitchen in- 
stallation, even if the prospect wants 
only a dishwasher and sink,” the 
southwestern dealer reported, “‘be- 
cause it has been our experience that 
every sale of this type, as long as it 
involves a little engineering and re- 
modeling work, creates another list 


of hot prospects for us.” 

Endicott began vigorously cam 
paigning for complete kitchen in 
stallations late in 1947, when _ he 
found he could get plenty of co-opera 
tion from local utility, in the way of 
women home economists as demon 
trators, both in the showroom and 
in the prospect’s home. (The Okla 
homa utilitv does not sell appliances 
at retail. incidentally, but gives full 
co-operation to independent dealers. ) 

This encouraged him to install two 
complete model kitchens, one a de 
luxe job containing sink, dishwasher, 
garbage disposal unit, refrigerator, 
range, and 20 feet of overhead cabi 
nets. On the other side of the par- 
tition behind this is a smaller model 


kitchen, occupying half the space, 
and minus the dishwasher, garbage 
disposal and extra cabinets. 
“t f{-"t that the usual model kit 
(Continued on page 89) 
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A STRONG BELIEF in the value of 
“diversification” has built up a high- 
ly unusual appliance deale-ship in 
Woodman Engineering Co., Jeffer- 
son City, Mo.—where L. E. Wood 
man sells not only appliances, model 
kitchens, and heating equipment, 
but complete home air conditioning 
systems under the slogan ““Your Com 
fort Is Our Business.” 

Woodman is one of those up-to 
the-minute dealers who feels that 
there will be slack sales seasons to 
contend with, whither or no, and 
therefore, he set up his business to 
“always have something to offer.” 
Since 1932, when he moved from 
Kansas City to the mid-state Missouri 
capital city, he has been constant 
lv adding one department after an 
other—until todav. there is practical 
lv nothing which the homeowner can 
use in the way of modern electrical 
living which the dealer cannot sup- 
ply. 


Slogan Affects Volume 


Making the slogan “Your Comfort 
Is Our Business” a reality has had 
some powerful effects on sales vol 
ume for Woodman. Last year his 
gross sales were slightly in excess of 
$200,000, all sold in a small city of 
less than 25,000. 

Woodman, a licensed air condi- 
tioning engineer, started out as strict- 
lv an appliance dealer, with a small 
store on the fringe of Jefferson City 
with a showroom big enough for half 





“Your Comfort is ours 


Portable air conditioning 
fits the appliance business 
like an old shoe 


by Robert A. Latimer 


a dozen refrigerators. It wasn’t long 
before he saw a need for an appliance 
dealership which could not only sell 
prosperous farmers out in the farm 
lands surrounding Jefferson City, 
but which could guarantee repairs 
and maintenance. ‘This section of 
Missouri was one of the first to be 
completely electrified by the REA, 
but a lot of farmers were refusing 
to buy either electric or LP appli 
ances because of the difficulty of get- 
ting repair work done. 

Woodman saw his opportunity, 
and capitalized on it’ by setting up 
a complete refrigeration and general 
appliance service department, guaran- 
teeing to give quick appliance ser- 
vice anywhere within a 100-mile ra- 
dius of the city. He bought a couple 
of trucks, and with them, was able 
to beat LP gas competition almost 
everywhere it turned up. 


Within a few months he was do 


ing enough business to move to an 
other building, and within five vears, 
to a modern, all-glass showroom 
fronting on Jefferson City’s busiest 
downtown street, and within a block 
or two of the state capitol. His 
crew of service mechanics, who in 
stall, repair, and deliver, has grown 
from one man to seven, who now 
make up a completely versatile staff 
to match Woodman’s many diversi 
fied interests. 


Line-up Expanded 


As he succeeded in selling cautious 
farmers on refrigerators and clectric 
ranges, Woodman expanded his ap 
pliance line-up to include all home 
appliances, and hired two speciality 
salesmen. Not long after he had 
“sold himself” as a reliable repair 
department, as well as appliance dea!- 
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cr, farmers and Jefferson City resi- 
dents began asking about commercial 
refrigeration, including walk-in refrig 
erators for farm use, store display 
cases, etc. Woodman gingerly ex- 
perimented with handling a few, and 
found that the same efficient refrig- 
eration service department could 
make sales for him in this line. 





Custom Refrigeration 


Since 1935, Woodman has opera- 
ted a “custom refrigeration shop” 
which will build specialty walk-in re- 
frigerators, deep freeze boxes, locket 
plants, etc., for farmers or business- 
men in the area. He soon found that 
store owners and wealthy farmers 
who called upon his service depart- 
ment for repairs would cheerfully 
buy commercial equipment from him 





as well. 
[hat was division No. 2 in the 
€ Woodman organization. No. 3, pack 


age and engineered air conditioning, 
came along in natural sequence. Lo- 
cated in hot central Missouri, the 
Jefferson City dealer, already a li- 
censed air conditioning — engineer, 
found a ready market for package air 
conditioning, not only among store 
owners in the city, but among 
wealthy farmers and stockmen with 
big ranches nearby. 

“We were already selling them 

(Continued on page 91) 


At the left is the front of the Wood- 
man Engineering Co., Jefferson City, 
Mo., where not only appliances, model 
kitchens, and heating equipment are 
sold, but also complete air condition- 
ing systems. Engaged in every major 
type of home comfort operation ex- 
cept plumbing, the Woodman organ- 
ization can count on steady sales the 
year around. Above, top, is the air con- 
ditioning and heating showroom, which 
is one of the many departments that 
each appliance customer gets a look 
at before leaving the store. In_ the 

center photo is the bulletin board 
7 shown in the back of the air condition- 
ing and heating showroom, on which 
are arranged photographs of heating 
and air conditioning _ installations 
made by Woodman’s. At the right is 
the modern appliance showroom, 
which immediately impresses upon the 
customer the diversified service theme 

of the organization. 


ELECTRICAL SOUTH for JULY, 1949 








(ase Histories of Successful 


Small Appliance Selling 


by R. M. Oliver 


THE THEME of this meeting—1949 
Will Reward Fighters—is one the 
small appliances manufacturer will 
find no difficulty in adopting. As a 
group, we have to fight—and fight 
like everything—for every line of ad- 
vertising, inch of window space, bit 
of effort, and moment of selling time 
that we can persuade, cajol, threaten 
or bribe anyone to devote to the 
small appliance business. 

None of us have complaints. It’s 
a good clean fight and lots of fun; 
with $689,960,250 worth of small 
appliance business as the reward. The 
figure just quoted is the retail value 
of small appliances sold last year, 
but does not include small radios, 
which are over-the-counter items. 

This 1948 volume of $689,960,250 
was derived from 41,215,000 units. 
Fach unit was a store transaction. 
Somebody came in, looked around, 
made a selection and bought. 41,- 
215,000 somebodies! It is a reason- 
ably good guess that 41,215,000 more 
somebodies stopped before a window, 
came inside but for one reason or 
another did not buy right then and 
there. These somebodies are impor- 
tant, too. ‘They have been in your 
store once. ‘They may come aagin. 

Twenty-one years in the small ap 
pliance business, ten of which were 
spent in retailing, have produced 
plenty of well developed plans; plans 
that have worked and will work again. 
You won't like them if you are look- 
ing for magic buttons to press; be- 
cause there aren’t any. These plans 
all have one common denominator— 
A-D-D-S. This is short for Advertise, 
Display, Demonstrate, Sell. 

Wm. Wrigley accumulated a lot of 
nickels in the chewing gum business 
and you can do well with small ap- 
pliances, if you will do the simple, 
easy, logical things that spell the dif- 
ference between a storekeeper and a 
merchant. 

Customers are people. People are 
interested in things. Note the “S.” 
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Lots of things. If you don’t believe 
it, take a walk through Macy’s, a su- 
per market, or your neighborhood five 
and ten. Then think of the 41 mil- 
lions of people who bought small: ap- 
pliances last vear and the like mil- 
lions who will buy them this year. 

Their interest in small appliances 
can be made to bring them to your 
store—if you invite them to come. 
How? 

There are literally hundreds of 
ways. Most obvious are to have 
clean, inviting, frequently changing 
window displays; invite them with 
advertising, show them what you have 
and how it will benefit them—with 
frequent demonstrations, of course. 


Here’s what the Dolezal Appliance 
Company did: using a factory furn- 
ished moving picture showing how 
easy it is for a woman to sit down 
and iron: 


What Was Done 


(a) Mr. Dolezal was approached 
with a plan for a promotion featur- 
ing Sit Down Ironing, a technicolo1 
film, ete. This promotion was to be 
presented to the housewives of his 
town of 3,000 population. 

(b) The factory district manager 
and distributor salesman contacted 
the chairman of the American Legion 
Auxiliary and the Presbyterian Ladies 
Aid Society and the following plan 
was worked out. For every membez 
of cither organization attending, a 
10c fund would be accumulated and 
later presented to the organization 
to be used as they saw fit. In short, 
it was “l0c a head.” This cost was 
carried by the dealer. 

(c) Mr. Dolezal ran two local ads 
advertising the time and place and 
inviting the general public. 

(d) The American Legion Hall 
was rented at $3.00. 

(e) At the actual presentation, a 
demonstrator discussed problems in 
laundry and ironing and the features 
of the products. The film was shown 


and the district manager ironed a 
shirt in 4% minutes sitting down. 

(f) A drawing for attendance prizes 
was made at the meeting but the 
prizes were presented at the Dolezal 
Store by Mr. Dolezal. 

(g) Cards entitling the ladies to 
a free ironing manual were passed out 
and the ladies notified that upon pre- 
sentation of the card at Dolezal Ap- 
pliance Store, they would receive ther: 
free booklet. 


Results 


(a) Dolezal became very favorably 
well known. The 72 ladies in atten- 
dance were the most influential in a 
town of only 3,000. 

(b) 56 of the 72 ladies in atten 
dance immediately walked over to 
Dolezal Appliance for a free booklet. 
Mr. Dolezal stated that this consti 
tuted more store traffic than he gen 
erally had in two weeks. 

(c) 12 irons were sold within the 
next week against a previous six 
months’ sale of 10. 

(d) A home freezer was sold that 
day from display to a woman who 
that morning had purchased one in 
a department store in a nearby town. 
She had not been aware that Dolezal 
carried them. She cancelled the out 
of-town order. 

(ec) Mr. Dolezal on a call in De- 
cember, claimed his business has de- 
finitely increased over-all and_ attri 
butes a large part of that increase to 
the promotion. He has continued to 
sell traffic appliances at what he calls, 
“a pleasing volume.” 


What It Cost 


Estimated cost to Dolezal 
ance Service was $30.00 total. 


Appli 


Orchard & Wilhelm, a department 
store, mailed out 7000 factory-furn 
ished cards, offering a free booklet. 
More than seven hundred women 
came in. A 500 per cent increase in 
small appliance sales was the result 
plus scores of prospects for other mer 
chandise. 

Another department store, during 
a Housewares Carnival, conducted a 
guessing contest at each demonstra- 
tor’s booth; for example, guessing 

(Continued on page 87) 


This article is adapted from an 
address before the National Appli- 
ance and Radio Dealers Assn., in 
January, 1949. Mr. Oliver is gen- 
eral merchandise manager, Traffic 
Appliance Division, Landers, Frary 
and Clark. At the time this address 
was made, he was vice-president of 
Proctor Electric Company 
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Display (h0Se «locks... for volume 











ATTRACTIVE DISPLAY and thorough 
knowledge, both of clocks and_ the 
proper technique in presenting them 
to the customer, are the primary re- 


quirements for moving this traffic 
appliance in volume. 
Those rules for success in selling 


electric clocks are laid down by R. L. 
Shelton, buver of housewares for San- 
ger Brothers, one of the oldest, most 
successful, and largest department 
stores in ‘Texas. The Sanger Brothers 
nine-story retail store occupies a city 
block in Dallas. 

Although the housewares depart 
ment is on the sixth floor of this 
huge store and although the electric 
clock display occupies only about 109 
square feet of wall space, year-around 
sales of clocks give the department 
more volume than anv other single 
traffic appliance, according to Shei- 
ton. 

Important Cog 

“Electric clocks are very important 
to this department,” he says. 

“They are vear-around items and 
not seasonal, although, of course, we 
sell more clocks at the Christmas sea- 
son. However, if they are properly 
displayed and presented to the cus- 
tomer in the proper manner, they will 
sell in summer as well as in the dead 
of winter. 
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by Baron Creager 


“In proper display it is necessary 
to show a complete range and a good 
selection in each type for the various 
Our slogan in dis 


cloc ks 


uses in the home. 
playing and presenting electric 
is this 


Clock For Every Room 


“There is a clock for every room.’ 


That is obviously true and it 
true that there is a necessity for a 
clock in every And through 
proper display and proper presenta 
tion, we often make multiple sales of 
electric clocks. ‘That is, we often sell 
three, four, and five clocks at a time 
to a customer who wants an appro 
priate clock for that many rooms in 
the home.” 

At Sanger Brothers the electric 
clock display occupies a position be- 
tween two sets of four elevator doors, 
thus being exposed to full view of 
customers leaving the floor. 

At first glance the arrangement of 
clocks does not leave the impression 
of mass display, and one might ven- 
ture an impulse guess that here are 
40 or 50 clocks. However, these items 
lend themselves so well to neatness 
in display that an actual count re- 
vealed 107 clocks. 

Models shown ranged from the 
popular priced alarm at $4.95 to the 
Grandfather at $535. The range is 


iS also 


room. 


confined to two nationally accepted 
and advertised lines, with models in 
both plastic and wood cases. 

Plastics have considerable 
ground, says Shelton, to the extent 
that almost 100 per cent of sales on 
bedroom and kitchen clocks at San- 
ger Brothers are now in plastic cases. 
For living room uses the rule is com 
pletely reversed, with choices running 


gained 


almost 100 per cent to the better 
woods. 
Proper presentation of electric 


clocks to the customer depends large- 
ly upon the sales person, says Shel 
ton. 


Sales Specialists 


‘Not every sales person is capable 
of selling electric clocks,” he con 
tinues, ‘and I have spent much time 
training the sales fozce in the sale 
of clocks. 

“In this department, for illustra- 
tion, everyone sells tables, but one 
sales person makes a specialty of 
table and, consequently, knows more 
about tables than anyone else in the 
department. 

“The same is true of electric clocks. 
Everyone sells clocks, but one sales 
person has clocks as her specialty. 
Consequently, because she knows 
clocks better than she knows any oth- 

(Continued on page 86) 
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TEST your 


EKbusiness Efficieney 


AttHoucn the electrical dealer 
knows that testing instruments in the 
service department assures the accu- 
racy of merchanical analysis and saves 
time in servicing appliances, he is 
still, in many instances, using obsolete 
methods of analyzing business figures 
in the office. 

He may record operating perform 
ance accurately, but he has no means 
of analyzing the figures quickly, no 
trouble-shooter that will give an ac- 
curate and fast reading of over-all 
operating from month-to-month. 
There are exceptions, of course, but 
the average dealer, if he analyzes his 
business figures at all, usually pours 
vaguely over his books and statements, 
clumsily attempting to gauge man 
agerial performance, like checking op 
eration on an ailing motor or other 
electrical indisposition, by ear or eve 
without a testing instrument. 

With a_ buyer’s market on the 
march, the electrical dealer must keep 
a sharp watch on his business figures 
because they record his operating ef- 
ficiency, which must be stepped up 
from now on to assure maximum 
profit. He needs a simple, accurate, 
speedy, economical business analyzer 


comparable to the trouble-shooters 
that are so helpful in the service de 


partment. 


lo fill this need, we offer this sim 
ple recording gadget that makes busi- 
ness analysis easy and comprehensive. 
Knowing last month’s costs and com- 
pazing them with other periods is one 
phase of business analysis, but not 
all, as many seem to think. You must 
review your business as a going con 
cern, not a month-to-month project. 

The Business Analyzer shown here 
provides this service effectively, eco 
nomically, and quickly. By means of 
this numerical graph, all elements that 
influence profit and loss ave charted 
so that the dealer has a moving pic 
ture of the business as a continuous 
operating unit, not an unrelated and 
piecemeal review. 


Operating Movement 


The purpose of the Business Analy 
zer is to show you what vour figuzes 
and ratios to month-to 
month and to graph their trends fot 
the prior 12 months so that vou can 
visualize operating movement in one 
continuous flow as it is affected by 
the change from a seller’s to a buyer’s 
market. ‘This transition can play ha 
voc with business 
keep an eagle eve on operating trends, 
an objective not achievable unless you 
have some systematic method fo: 
checking results with meticulous pre 
cision. ‘The Business Analyzer show 


sales are 


your unless you 


by Arthur Roberts 


ing totals taken from the books each 
month is the trouble-shooter for this 
job. 

Dealers who analyze their business 
figures monthly—and they are far too 
few—usually compare each account 
with the same account on the priot 
statement, or they go back to the 
same month in a prior year to make 
the comparison. ‘Those who do not 
prepare profit and loss statements 
monthly either check the 
month's results against the prior state 
ment, which may have been prepared 
months before, or pass up the month 
ly check-ovez and compare one state 
ment with the next regardless of the 
Often it is on 
follows this 


current 


period intervening. 
vear. The dealer 
method cannot test his business effi 
ciency any more than he can test the 
pressure in a line without a pressurc 
gauge. 

The dealer who checks one month’s 
figures with the figures of a 
month or the same month in the prioi 
picture that 


who 


prio1 


vears gets a piecemeal 
prevents him from taking a long-term 
objective of his operations. By us 
ing the cumulative figures on a Busi 
ness Analyzer, he considers the totals 
for the prior 12 months and gets a 
more reliable picture because the fig- 


ures are built up the same way—they 


SALES COST OF GOODS SOLD MARGIN OVERHEAD 

| Month Curren: 12 mo. Current 12 mo. Per cent Current 12 mo. | Per cent Current 12 mo. | Per cent || 
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Cy 


are up-to-date and yearly averages, 
which eliminate extreme fluctuations 
in any one month. 

Then, too, the dealer who compares 
a current month’s statement with the 
figures on a prior profit and loss state 
ment is usually out of focus with real- 
ity because his experience figures are 
too old. For example, sav that the 
dealer checks his August, 1949, fig- 
ures with the figures on his 1948 
statement covering the entire vear. 
These figures represent one-ation, go- 
ing back to January, 1948, about 20 
months prior to August, 1949. In 
the interim, much has happened— 
cperating costs and ratios have chang 
ed substantially. The 1948 figures 
are too old to serve as dependable 
vardsticks against which to check the 
results of operation in August, 1949. 

With a buyer's market apparent) 
in the process of development, many 
things will happen in the coming 20 
months so that the figures on a profit 
statement prepared this 
month will not be dependable experi 
ence to use as comnarative vardsticks 
up to the end of 1950. 

The only bookkeeping work need- 
cd with this business tester is the post 
ing of books up to the end of the 
month and the tabulation of a trial 
balance so that the dealer is sure his 
debt accounts and credit accounts 
balance. This work should be done 
anyway, so the Business Analyzer 
does not increase bookwork. From 
the books at the end of each month, 
the dealer can enter the accounts in 
the columns shown on this form. 

The Business Analyzer does not 
take the place of the monthly profit 
and loss statement because it does not 


and loss 


supply the breakdown on the over 
head expense; but it does provide a 
long-term objective on trends, which 


is not available by means of profit 


and loss statements. Consequenily, 


NET PROFIT 


12 mo. 


to date 


Per cent 
of sales 


Current 
month 


XXXXX XXXXX | 
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Current 
month 


even if the dealer does receive a state- 
ment regularly, he should also use a 
Business Analyzer. Those dealers who 
do not prepare statements monthly 
or quarterly will find the Business 
Analyzer a good substitute. 

In some cases, the cumulative trend 
figures on this form will give a more 
accurate figure on overhead expens¢ 
than the figures on a profit and lo:s 
statement. ‘This is because many ex 
penses that should be prorated, such 
as depreciation, insurance, taxes, mort 
gage interest, etc., are charged up in 
the month they are paid, which dis 
torts profits and ratios for the period. 
Good accounting demands that such 
expenses be allocated evenly over the 
year, 1/12 chargeable each month 
On a Business Analyzer, this is donc 
automatically. 

Because overhead expense is not 
likely to drop as fast as prices in a 
buyer’s market, the dealer must watch 
the overhead ratio to sales—not just 
the monthly ratio, but the over-all 
trend from month to month. He 
must make sure that it is not getting 
out of bounds, and that the average 
for the prior 12 months is in safe 
ratio to sales and leaves the desired 
profit. 

I'he dealer who can keep his bur 
den from inczeasing in ratio to sales, 
or who can decrease it somewhat, is 
in a good condition to weather a 
buyer’s market and come through 
with a satisfactory net profit. The 
Business Analyzer will flash the red 
light immediately if the ratio gets 
out of line. 


Changing Conditions 


Inflation, deflation, the shifting of 
supply and demand one way or the 
other, keener competition because of 
more pressure by purchasers for lower 
prices, basic economic factors such 
as these throw prior costs out of line 
with current costs, and this fast 


anaes 
rAX 

12 mo. | Per cent Current 

to date of sales month 


XXXXX | XXXXX/| 


12 mo. 
to date 


XXXXX | XXXXX 


change of pace must be recorded by 
an adequate control that is flexible, 
accurate, and easy to understand like 
the indicating meter on a testing in 
strument, calibrated for easy reading. 
The Business Analyzer is the trouble 
shooter that fits this need. 

This form saves time in the analy 
sis of business figures, and it keeps 
the dealer informed about his man 
agerial efficiency without requiring 
him to examine many different state 
ments and accounts covering diffe 
ent periods in order to dete-mine 
what the business is doing and how 
the current results compare with priot 
periods. 

Only when a 


Business Analyze 


shows that operating ratios are going 
too far off the beam need the dealer 


f his DOOK 


make a detailed analysis of 
figures to find out the reason. Oth 
1ooter should be 





erwise, this trouble-s 
em ] 

a satistactorv instrument for analyzing 

results speedily and accurately. 


Cost-of-Doing 
Business Surveys 


APPLIANCE DEALERS will be able 
now to compare their operations with 
those of the trade as a whole as a 
result of the activities of the Nationai 
Appliance and Radio Dealers Asso 
ciation. ‘The Association has con 
ducted surveys for the past three vea"s 
on the operating costs and_ profits 
of appliance dealers, and has genet 
ously made this information availabk 
to the trade as a whole by releasing 
the results of the surveys to the trad« 
press (See page 70, June issue, ES) 


Without 


Association will release 


divulging individual 
names, the 
studies on the operations of individual 
dealers in various classifications. ‘This 
information should also prove most 


helpful to all appliance dealers 


SPENDABLE PROFIT 


Per cent 
of sales 


This business analyzer 
does not replace the 
monthly profit and 
loss statement, but it 
does provide a valu- 
able long-term objec- 
tive on trends, which 
is not available by 
means of profit and 
loss statements. Even 
dealers who receive 
statements regularly 
will need the business 
analyzer. 


7] 








service 
plus = = 


cash 


THREE YEARS ago Lannom Electric 
Company, at Madison, ‘Tennessee, 


was a little service shop with a one 
man personnel and a few hand tools. 

Before starting that shop, E. E. 
Lannom had been seeing visions and 
dreaming dreams of a full-fledged ap 
pliance business. He had been work- 
ing for the duPont Cozporation at 
nearby Old Hickorv. Right at that 
time appliances were so few and far 
between the average dealer had to 
stock the display models and pray for 
some to sell. 

The service shop was Lannom’s 
method of getting a toe-hold in the 
business while appliances were scarce, 
and it gave him something with 
which to pay the rent and stay alive 
until the gadgets began to roll. It 
was also his way of starting an ap- 
pliance business from = scratch and 
keeping it free from debt. 


Lannom Electric Co., Madison, Tenn., does a cash business 
on servicing and gets cash on time sales of appliances 
through bank financing. Above, left, E. E. Lannom, presi- 
dent of the company, checks on a prospect who has asked 
for terms on a purchase. Above, right, Mr. Lannom dem- 
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VOLUME 


Since starting in early 1946, Lan- 
nom has built a nice volume of major 
appliances through leads he secured 
in his service work. He now owns 
his entire stock of goods, service 
equipment, a warehouse in which to 
store his surplus stock, and doesn’t 
owe a cent aside from current ex- 
penses. 

During the last few vears of his em- 
ployment with duPont, Lannom had 
spliced out his income with electric 
repair work on the side. He repaired 
refrigerators, washers, irons, and other 
appliances for fellow employees, and 
this extra work helped him lav up 
the meager capital he needed. 


Service Business Established 


So, when he set up his own shop 
at Madison, he already had a well 
started service business with which 
he could butter his biscuits while 
planning and building a better tomor- 








by Ross L. Holman 


row. He also had a promising line 


of service customers who were fine 


ground floor prospects for his pros- 
pective appliances. 

A few months after opening his 
service shop, his experience in repair- 
ing and servicing washing machines 
secured him the Maytag franchise. 
“T could never have gotten this fran 
chise,” he explained, “if I hadn’t al 
ready learned how to service the ma 
chines. ‘The Maytag people insisted 
on a dealer who could not only sell 
their equipment but keep it running 
and head off complaints after it was 
sold.” 

At first, Lannom didn’t handle any 
thing but washers and related equip 
ment, and he bought only as he had 
cash to pay for each appliance when 
With his background of 


servicing experience he later secured 


it arrived. 


(Continued on page 84) 





onstrates to a customer how much punishment a wringer 
will take by running a plank through it. He secured a 
washing machine franchise because he could not only sell 
the equipment but knew what made it tick and was able 
to keep it running. 
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I amt Nor absolutely sold on door- 
bell ringing. 

I have done quite a bit of it in 
my business career, and yet I am not 
ure that some phases of it fit into 
the merchandising of appliances from 
a department store, such as we do it 
at Gayfer’s. 

By this, of course, I do not mean 
that I don’t believe in outside sell 
ing. Far from it. And yet by taking 
full advantage of the good retail loca- 
tion of our department store, and 
by using various techniques to take 
advantage of a natural flow of floor 
traffic and to increase that traffic, we 
make our outside sclling hit the mark 








The exterior of Gayfer’s Depariment Store Appliance De- 


Ed Vulevich, left, author of this 
article, and his home economist 
can make any woman feel at home 
at Gayfer’s Appliance Department 
in Mobile. Here they help create 
repeat sales by practicing the high- 
er type of “‘demonstration-selling,” 
to which Mr. Vulevich refers as 
being best for department store. 


with less of the wasted sales effort of 
some high pressure sales campaigns. 

The natural advantages of a depart 
ment store appliance department are: 
first, of course, the good location; the 
reputation of a big store; the huge 
charge account lists of sood prospects 


Gayfer’s 


Appliance 


Repeat Customers-- 


dl 


ertile field 


by Ed Vulevich 


Manager, Appliance Department 
Gayfer’s, Mobile, Alabama 


that most department stores maintain 
—lists of customers who may have 
traded with that store for years. 

It is unlikely that a department 
store appliance department will do 
business with persons who fall into 
different income and social classifica- 
tions than those who normally do 
business with other departments of 
the store. Every department store 
has merchandising and pricing poli- 
cies that build up a clientele of re- 
peat customers. Hence department 
store appliance merchandising will be 
generally confined to those customers 
in this classification, though I do not 

(Continued on page 82) 





overlooks the 


Department never 


partment shows excellent use of an entirely separate build- 
ing for appliance merchandising. Good location of the 
main building and reputation of a big store are other 
natural advantages which draw customers time and again. 
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“home” angle. They have built a reputation for having a 
home center, and merchandise a line of cooking utensils, 
housewares, and small appliances such as this display 
which keeps the customer “home appliance conscious.” 


73 

































































66 : (99 
> FREEZER 
VIS PRACTISALE PROSPECT INFORMATION 
} 1. PERSONAL DATA 
laegnel oe 
live in (J town [) suburbs () rural area 
2. SPECIFIC INTEREST: 
O low-priced mode!) Smaill freezer 
D810 10 cu. ft. freezer () 10 to 15 eu tt. freezer Lorgest model 
Fy rosea easttetin St neces 
L Competitive freezer (List make) 
e «© . 3. REASONS | AM CONSIDERING PURCHASE 
= vei 
for effective sales training 3 sii 
4. PRESENT FROZEN FOOD STORAGE FACILITIES: 
with overage treating vis capacity 
] Pre-war Genie ] None 
5. MY KNOWLEDGE OF KELVINATOR 
tile of Kel me - — , 
Tue “PracriSate,”’ an unusual makes a more realistic challenge to 6. MY 1OEA OF DOWN Parmenr sEQUIED 
technique which develops the ability the salesman by confronting him with Eoud' poy more? (} Yor” (No 
e ] ° ; ‘ pe . ] 7. AM CONSIDERING PURCHASE 
of salesmen to determine the needs a prospect having specific individual Immediately | tote 
of the individual prospect and to fit interests, needs, and buying prefer Yee a ssiarlees 
the right product model to those ences. ‘These must be brought out 
needs, is an important new feature of by the salesman through deft ques want nex 
the: Kelvinator program for retail sales tions to classify the prospect, and 
training. then handled effectively to complete Pe ee 
C. J. Coward, Kelvinator director the sale.” 7 
of advertising and sales promotion, The sales picture of the “‘prospect”’ . 
, “D 8 hs ge ‘ ‘ : ; ‘3 ELECTRIC RANGE 
said the ‘‘PractiSale” is a Kelvinatoi is outlined for him on printed forms, VIS PRACTISALE PROSPECT INFORMATION 
° ° . ° , e , 1. PERSONAL DATA 
developed method in which a trainee supplied with Kelvinator’s over-all vines Ti 
acting as a “‘prospect” is given a com Vocation-in-Sales training program. addres Own h 
plete sales presentation by anothe Ihe forms, varying for each Kelvina 2. Specie mienest 
trainee acting as “salesman.” tor product, list a series of factors, ' peere eee 
“Although it is a form of practice all of which should have a bearing on 
demonstration,” Coward said, “‘it (Continued on page 82) 
“PractiSale,”’ new feature in Kelvinator’s current sales training program for ss 
retail salesmen, is pretested by factory executives. D. A. Packard, house- 5 —praar-oag er aserener yet 
. ° . Very little Foir knowledge [1] Considerable 
hold sales manager (facing camera) acts as salesman, while H. L. Schmutz, m KNOWLEDGE ¢ on KELVINATOR 
director of sales education, fills the role of prospect as specified in the own @ Kely Reaper Citrarese a Siege . 
PractiSale outline he holds. Looking on as sales “trainees” to review results A belesccing hha fe 
of the demonstration are, left to right, F. J. Worden, sales promotion 8. MY IDEA OF DOWN PAYMENT REQUIRED 
manager; J. C. Bonning, assistant director of advertising and sales pro- Oe ean Cubism tte tiv 
motion; ww. Jeffrey, Leonard Division sales manager; Cc. T. Lawson, *. AM CONSIDERING PURCHASE . 
. . . ‘ ‘ . ee , INS A 
vice-president in charge of sales; and C. J. Coward, director of advertising yas ast ms tin Neight dit naw Blechric Range 
and sales promotion. Sar Aone ais 
11. OBJECTIONS | WILL RAISE 
ers *.. Beat 
nk ronge prices » he we 
i ie unit in the ‘Kelvinator Vocation-in-Sales Program 
REFRIGERATOR 
VIS PRACTISALE PROSPECT INFORMATION 
1. PERSONAL DATA 
My nome is No. te font 
Addre: . 0 Own home Rent 
2. sPEcinic INTEREST: 
C low-priced mode! DO Moist-Master 
© Full-length door mode! 1 Am just looking eround 
£) Competitive refrigerator (List moke) 
3. REFRIGERATION NOW USED 
DC kee Box CD Mechonicot—over 10 yeors old 0) None 
0 Ges CD Mechonicol—iess thon 10 yeors old 
4. REASONS | AM CONSIDERING PURCHASE 
(CD Need more storage spoce 1 Present model costs too much for service 
O) Need more frozen food space 1 food protection with present model 





CO Like moist-coid storage | som @ odvernsed 
O Went up-to-date features 
G Present mede! too soil 

© Present model undependable 
0 inconvenience of ice box 


5. MY KNOWLEDGE OF KELVINATOR: 


O Oo 
° 





A triend oF neighbor owns a Kelvinator () Re! OC Ronge 1) Freezer 
CI know little of Kelvinotor 
6. TRADE-IN: () Would be involved 0D Would not be invotved 
7. MY IDEA OF DOWN PAYMENT REQUIRED: 
0835 © $50 ($75 [$100 ( Trade-in of present model 
O Yes No 





Could | pey more? 
8. AM CONSIDERING PURCHASE: [) Immediotely J Loter 
9. OTHER CONSIDERATIONS: 

CO Mowing nto new home 0 New baby in family 


1 Remodeling kitchen 
10, OBJECTIONS | WILL RAISE: 








DC Wert to think it ow: CD Need o new cor 
Wont to tatk # over aro OC husbond 2) wife CF Went o television set 

OC Think refrigerators will get cheaper DC Uke th 

CF Other objections. . 


A unl in the Kelvincter Vecation-ia-Sales Program 








form Me. 572. 1-49 Printed tw USA 
Conran 00 by MesbAchinater Corperetion Oewer manger 
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(Additional items will be found on page 36) 


291—Home Freezers. Full information on the Orley Sixteen 
with a 16 cubic ft. capacity, and the Orley Super-Seven, with 
a 7% ft. capacity, is available from Orley Freezers Inc., 475 
Schaefer Road at Oakwood, Detroit 25, Mich. 


314—Fan Units. G-M Laboratones, Inc., 4300 N. Knox 
Ave., Chicago 41, Ill., have released catalog pages of description 
on each of the four fan and fan and heater units currently in 
their line. Informative and well illustrated, these pages list 
the sizes, characteristics, prices, etc., of each model. 


345—Hcusehold Electrical Appliances. Dominion Electric 
Corp., Mansfield, Ohio, offers catalog information and detailed 
specifications on a complete line of table appliances, called 
“Family Favorites.” 


346—Room and Water Heaters. Wesix Electric Heater Co, 
390 First St., San Francisco 5, Calif., offers an 8-page illus- 
trated catalog describing Wesix products for home, office and 
industry. 


347—Cooling and Ventilating Equipment. Complete data 
are available on Chill-Air window fans and coolers for home, 
theatre and store, recirculating pumps and blowers. Write Na 
tional Engineering and Manufacturing Co., 523 Wyandotte, 


Kansas City, Mo. 


348—Portable Circulating Heater. A catalogue sheet describ- 
ing 1320 or 1600 watt portable circulating heaters, featuring 
cool case and room-wide heat penetration, is — from the 
Titan Mfg. Co., Inc., 290 Terrace, Buffalo 2, N. Y. 


350—Fans. The C. & H. Air ener ag Fan Co., Inc.. 
1591-1621 DeKalb Ave., N. E., Atlanta 6, have released 
an interesting 28-page booklet, “Cottongim’s a Quality 
Fans.” Besides showing pictures of various models, views of 
operations inside the plant, and specifications, there is a sec- 
tion devoted to methods of installation of attic fans. 


351—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8. Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
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“RAD” heaters. For copies of this portfolio write to the 
Wiegand Company. 


355—Electric Fans. A new Emerson-Electric Master Fan 
catalog, illustrating in color and describing in detail their com- 
siete line of 1949 fans, is offered by the Emerson Electric 
Mfg. Co., St. Louis 21, Mo 


362—Hot Water Heater. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


366—Propeller Fans. The Herman Nelson Corp., Moline, 
Ill., announces its new Bulletin 3111 containing 12 pages of 
technical information and concise details about direct and belt 
drive propeller fans as well as practical, proven unit fans 


369—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans 
Booklet available from Emerson Electric Manufacturing Co., 
St. Louis 21, Mo 


370—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now available, illus 
trating Seco Belt-Driven cooling fans and window fans. Bul 
letins contain data on installations in homes, apartments, com 
mercial, and industrial applications 


374—Window and Attic Fans. A four-page catalog piece 
completely illustrated and containing descriptive information on 
the new low cost “all in one package’ window and attic fats 
has just been released by the Viking Air Conditioning Corp 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto 
matic ceiling shutter and automatic electric timer are included 

380—Electric Water Heaters.. New specification sheets arc 
now available for a full line of cylinder and table top models 
featuring the Water Hotter, from the White Products Corp.. 
Middleville, Mich. 

381—Heaters and Circulators. ‘The complete line of Mima 
Products, Inc., Brooklyn 5, N. Y., is included in a folder which 
gives specifications, features, and prices of all Mimar heaters 
ind air circulators. 


382—Air Circulator._ An illustrated catalog page (Form 2305), 
S% x 11 inches in two colors, gives complete specifications 
and performance characteristics of the G-M 000-24-inch Os 
cillating 3-Speed Air Circulator. A special 8% x 11 page of 
diagrams shows operation of the safety release on the oscillating 
mechanism. <A chart compares performance of this model wit) 
other well-known makes. Also glossy 8 x 10 photographs of 
separate wall, floor, and counter models are available from G-M 
Laboratories, Inc., 4328 N. Knox Ave., Chicago 41, Ill 


383—Fans. Catalogs Nos. 863 and 864, just issued by Chel 
sea Fan & Blower Co., Inc., 1206 Grove St., Irvington 11, 
N. J., include descriptive copy, specifications, dimensions, photo 
graphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogues include information on 
17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches, and in output from 1,000 
c.f.m. to 32,000 c.f.m. 


384—Electric Fans & Drills. Signal’s complete line for 1949 
is shown in a new catalog just off the press, featuring a wide 
variety of desk, pedestal, exhaust, and vent fans. Literature on 
drills, telegraphic equipment, and motors is also available from 
the Signal Electric Mfg. Co., Menominee, Mieh. 
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Detroit Stove Co. In 
Electric Range Field 


AccorpInG to an announcement 
made by E. R. Bridge, sales manager, 
Detroit Vapor Stove Company is re- 
entering the electric range ficld. 

The new line, the company’s first 
electric range line since 1939, will be 
shown formally for the first time at 








Deluxe model Star electric range, 
Model ED-494, being introduced 
along with two other electric range 
models by Detroit Vapor Stove Co. 


the mid-summer furniture market in 
July, in the new, permanent D.V.S. 
space in the American Furniture 
Mart. 

“T).V.S. has decided to re-enter the 
electric range field,” according to Mr. 
Bridges, “to help our dealers meet 
the increasing preference for electric 
ranges in some markets and because 
of the rapid expansion of rural clectri- 
fication in many sections of the coun- 
try.” 

Three modern-styled ranges, priced 
competitively, constitute the line. 
Two are full-size, 38-inch models and 
one is a 20-inch apartment size 
model. One full-size model is auto- 
matic. The oven and appliance out- 
let can be automatically time control- 
led. This range, Model ED-494, has 
four, seven-heat, double element sur- 
face units. Two of the units are 2,- 
100-watt units; the others are 1,250- 
watt. 


Texas Dealers 


Hold First Meeting 


THE FIRST annual spring meeting 
of the Texas Appliance and Air Con- 
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ditioning Association, a new trade 
organization formed last November, 
was held in the Castilian Room of 
the Shamrock Hotel, Houston, Texas, 
recently. 

Marvin J. Hannan of Dallas, field 
secretary of the organization, reported 
on’ the activities of the Association, 
which has now approximately 120 
members in the state. 

Speakers at the business session of 
the meeting included Dr. Robert 
French, director of the bureau of 
business research of the University 
of Texas at Austin; Preston A. 
Weatherred of Dallas, executive vice- 
president and counsel of the Associa- 
tion; and E. L. Crumpacker, presi- 
dent of the Crumpacker Distributing 
Corp., James A. Walsh, president of 
J. A. Walsh & Co., and Frank G. 
Atwater, president of the Coastal 
Equipment Co., Inc., all of Houston. 


Asheville Stages 
Appliance Show 


For THE first time in a decade, all 
the latest improvements and develop- 
ments in electrical appliances and 
heme equipment were on display in 
the City Auditorium in Asheville, N. 


C., in their recent All-Electric Appli- 
ance Show. 

In addition to Mayor Clarence E. 
Morgan, who officially opened the 
show by pressing the switch that 
lighted a 10,000-watt electric light 
bulb, those who participated in the 
opening ceremony were Don S. Elias, 
president of the Citizen-Times Com 
pany: I ovis V. Sutton, president of 
the Carolina Power and Light Com- 
pany; R. A. Corvey, southeastern dis- 
trict manager, Westinghouse Electric 
Corp.; and Jack Wallas, chairman of 
the local exhibitors’ committee. 

Attendance at the show. numbered 
31,000, and 39 electrical appliance 
dealers and furnishing firms had dis 
plays of the latest developments in 
electrical appliances for home and 
office. 


Thor Announces 
Rental Program 


A new Gladiron Rental Program 
for its entire dealer organization has 
been announced by Thor Corp. 

In doing so, the company acted 
speedily to capitalize on the recent 
end of Regulation W restrictions on 
rental of appliances selling for below 
$100. ‘The Gladiron carries a_ price 
tag of $99.50. 

The plan was announced by John 
R. Hurley, Thor president, who said 
it employs a “low pressure” selling 
technique, which will prove highly 
successful for dealers using it wisely. 





THEY HEAD NEWA FOR 1949—These three electrical wholesale executives 
will direct activities of the National Electrical Wholesalers Association. D. M. 
Salsbury, center, president of Westinghouse Electric Supply Co., was elected 
president of the association at its recent convention in Cincinnati. At left is 
R. M. Johannessen, of Johannesen Electric Co., Greensboro, N. C., who was 
named vice-president and chairman of Apparatus and Supply Division. At 
right is W. G. Peirce, Jr., Peirce-Phelps, Inc., Philadelphia, who was re- 


elected vice-president and chairman of the Appliance Division. 
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Southern Sales 
Lead in 1949 


APPLIANCE SALES figures released 
recently by electrical manufacturers 
for the first quarter of 1949 in com- 
parison with the same period of 1948 
indicate that electrical appliance sales 
are holding up in southern states in 
spite of a general drop in sales in 
other parts of the country. 

In the accompanying tabulation, 
refrigerator sales for the first quarter 
of 1949 are shown to have decreased 
10.4 per cent for the United States 
as a whole in comparison with the 
For the 18 


cent for the first quarter of 1949 as 
compared with the first quarter of 
1948, the sales in this area compared 
very favorably with sales in the coun- 
try as a whole which were down 22.5 
per cent. Range sales in the U. S. 
outside the South dropped 31.6 per 
cent in the first quarter of 1949 as 
compared with same period of 1948. 

The sales figures for the first quar- 
ter of 1949 show that the southern 
market for ranges has also become 
a larger percentage of the total market. 
Range sales in 18 southern states con- 
stituted 33.9 per cent of total range 
sales in the first quarter of 1948, but 
this figure increased to 41.7 per cent 


washers, as released by the American 
Washer and Ironer Manufacturers 
Association, are not available by 
states. However, for the country as a 
whole, washer sales for the first three 
months of 1949 total 640,700 as com- 
pared with 1,136,866 for the same 
period of 1948. This represented a 
decrease in sales of 43.6 per cent. 
Some southern states showed very 
substantial increases in the sale of re- 
frigerators in the first quarter of 1949 
as compared with the same period of 
1948. Sales in the states of Arkansas 
and Mississippi more than doubled, 
with these states showing increases of 
119.6 per cent and 105.3 per cent, 





- 


* 





same period of 1948. 
southern states, however, 
sales were up 28.6 per cent. 


in the first quarter of 1949. 
Electric water heater sales dropped 


respectively. Other states showing 


refrigerator 
substantial increases were Oklahoma, 


Refriger- 


ator sales in the U. S. outside the 23.6 per cent for the U. S. as a whole South Carolina, Tennessee, Texas, 

South were down 27.1 per cent in in the first quarter of 1949 as com- and Louisiana. 

comparison with 1948. pared with the same period of 1948. Largest increases in the sales of 
It is particularly interesting to note Sales in 18 southern states were down ranges were found in the states of 


and Ala 


sales 
i A | 


South Carolina, Mississippi, 
bama. 

Virginia and Alabama led other 
southern states in the percentage in 
in electrical water heater sales 


that southern sales of refrigerators 24 per cent. The in southern 
represented 30 per cent of U. S. states represented 3 per cent of 
sales in the first quarter of 1948 but U. S. total sales of electric water heat- 
this figure increased to 43 per cent in ers in the first quarter of 1948, and 


the first quarter of 1949. this figure remained practically the crease 
































Although range sales in the 18 same for the first quarter of 1949. in the first quarter of 1949 as com 
southern states were down 4.7 per Sales of standard size household pared with the same period of 1948. 
Summary of Electrical Appliance Sales by States* 
Refrigerators Ranges Water Heaters 
1st ist % ist ist % ist ist % 
State: Quarter | Quarter Inc. Quarter Quarter Inc. Quarter | Quarter Inc. 
1949 1948 1949 1948 1949 1948 
Alabama 16,327; 11,627 40.4 7,071 5,524 28.0 1,988 1,737 14.5 
Arkansas 15,655 7,129 119.6 1,619 1,590 1.8 474 492 —3.7 
Delaware 1,658 1,740 —4.7 475 77 —0.4 164 150 9.3 
D. C. 7,601 8,366 —9.1 1,115 1,815 —38.6 325 490 —33.7 
Florida 14.987 15,517 —3.4 6,182 8,486 —29.7 2,916 6,160 —52.2 
Georgia 17,271 16,112 7.2 8,346 8,627 —3.3 2,446 3,876 36.9 
Kansas 10,868 8,479 28.2 2,089 2,589 —19.3 505 623 —18.9 
Kentucky 15,114 11,926 26.7 3,884 3,924 —1.0 813 1,506 —46.0 
Louisiana 17,559 10,679 64.4 670 814 —17.7 198 249 —20.5 
Maryland 8,606 13,149 —34.6 1,892 2,154 —12.2 691 720 —1.0 
Mississippi 12,483 6,080 105.3 2,398 1,720 39.4 396 559 —29.2 
Missouri 25,045 25,388 —1.4 5,293 7,350 —28.0 1,945 2,340 —16.9 
No. Carolina 21,077 14,977 40.7 10,292 8,906 15.6 3,347 3,310 1.1 
Oklahoma 15,515 9,667 60.5 1,126 1,492 —24.5 226 263 —14.1 
So. Carolina 10,444 6,796 53.7 6,015 4,012 49.9 1,754 2,105 —16.7 
Tennessee 25,401 17,337 46.5 11,146 11,169 —.2 2,325 3,770 —38.3 
Texas 55,143 38,075 44.8 4,254 5,946 —28.8 1,136 1,361 —16.5 
Virginia 13,677 12,474 9.6 5,520 5,947 —7.2 2,436 2,065 18.0 
West Virginia 12,532 10,933 14.6 3,442 4,282 —19.6 917 1,163 —21.2 
Total South 316,963 246,451 28.6 82,759 86,824 —4.7 25,032 32,939 —24.0 
U. S. Outside South 419,849 | 575,625 —27.1 115,609 169,074 —31.6 42,667 55,619 —23.3 
U. S. Total 736,812 822,076 —10.4| 198,368 255,898 —22.5 67,699 88,558 —23.6 
South in % of U.S 43.0% | 30.0% 41.7% | 33.9% 37.0% | 37.2% Ee 
*The unit sales summary given above is based on erator manufacturers; 19 range manufacturers; and 

figures released by the National Electrical Manufactur- 21 water heater manufacturers. The sales reported 

ers, Association. They do not reflect the sales of all represent a substantial percentage of total sales, and 

manufacturers, but are the distributor and dealer sales the comparison of the two periods should indicate 

of the following participating manufacturers: 11 refrig- industry sales trends. 
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Vornado Window Fan 


Vornapo ““TurNABour,” made by 
QO. A. Sutton Corp., Wichita, Kansas, 
is a new, dual-purpose window fan, 
providing air intake or exhaust action 
for day or night cooling. Its swivel- 
mounted fan head is reversible at a 
finger touch to make full capacity of 
3,000 c.f.m. available to pull in or ex- 
haust air. It can be installed by any 
housewife, and fits window openings 
from 2642 to 36% inches wide. ‘Two 
handles are provided on the spring 
loaded panels which hold fan in place 
in window frame. Other features are: 
direct drive; quiet operation; 3 speeds; 
plastic propeller; 108 watts max. pow- 
er. 








The “Turnabout” is a late addition 
to Vornado’s new “49er”’ line of seven 
models of desk and pedestal air circu- 
lators, covering all price ranges to 
meet all home, business and commer- 
cial needs. All models feature exclu- 
sive twin air injector cones and deep- 
pitched propellers for high-perform- 
ance, deep-penetration air-moving ac 
tion; safety-tvype construction; quiet 
operation. 


© 


Floor Polisher 


With THE addition of the FP1] 
Floor Polisher, Red Devil Tools, Irv- 
ington 11, N. J., have entered the 
household and rental field. 

The base of the polisher is of cast 
iron, and the motor is centered di- 
rectly over the brush. The 10-inch 
brush, with the 1l-inch _ bristle 
spread, revolves at 300 tpm. The 
handle can be lifted off and set on 
the post for vertical storing in a small 
closet, or the base alone can be used 
for polishing of small areas or off the 
floor surfaces. 

Bicycle-type handle bars and a pis- 
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tol grip switch provide for simpli- 
fied control of operation, and a ca- 
ble hook holds the cord taut and 
eliminates the need of releasing more 
cord than is necessary. The brush is 
instantly removed without tools or 
gadgets. Roller casters drop down 
for moving the polisher on and off 
the job, and a white rubber bumper 
all around prevents soiled baseboards. 


L & H Electric Range 


A new L & H Supreme Two-Oven 
Automatic Electric Range has been 
announced by A. J. Lindemann & 
Hoverson Co., Milwaukee Wisc. 

The range has a Vari-Speed and 
two 7-heat monotube surface units. 
There are two Super ovens with auto- 
matic pre-heat oven temperaure con- 
trol for each oven, an automatic time 
control, and electric clock. Selector 
switch provides for automatic tim- 
ing of the right oven, appliance re- 
ceptacle, or two left surface units. 

Each oven contains a_ porcelain 
enameled broiler pan and smokeless 
aluminum tray along with a manual- 
ly operated automatic oven light. 
Other features are the fluorescent 
range lamp, appliance outlet, broil- 
bake signal lights, and the sezvice 
drawers below the ovens. 


° 


Window Air Conditioners 


Two NEW window-type room air 
conditioners are being introduced to 
the field organization of the Frigi- 
daire Division, General Motors Corp., 
Dayton 1, Ohio. 

e 





The larger of the two new window 
units is equipped with two indepen- 
dent refrigerating systems for “selec- 











tive cooling” and has one horsepow- 


er refrigerating capacity. Quiet op- 
erating and automatic moisture dis- 
posal are other highlighting features. 
The cooling operation is said to be 
more economical because one or both 
of the twin Meter-Miser units can 
be operated, depending upon outside 
weather conditions. 

This large air conditioner will fit 
double-hung windows from 30 to 56 
inches wide and will condition rooms 
of 250 to 500 square feet. It cools, 
filters, dehumidifies, and circulates 
air at a rate of 315 cubic feet per 
minute. Fresh outside air for ven- 
tilation can be added at a rate of up 
to 50 cubic feet per minute. 

The smaller model, equipped with 
a single Meter-Miser unit, is design- 
ed to fit double-hung windows from 
28 to 54 inches wide and will deliver 
up to 200 cubic feet of conditioned 
air per minute. It will admit up to 
35 cubic feet of fresh outside air 
per minute. 


Portable Dishwasher 


THE NEW Matic-Maid Portable 
Electric Dishwasher has been an- 
nounced by the newly formed Ap 
plied Products, 
Brea Ave., Los Angeles 36, 


Inc., 342 No. La- 
Calif. 





The Matic-Maid is not dependent 
on water pressure to do its job. It 
will operate equally well in a farm 
kitchen without running water, and, 
if necessary, in a living or dining 
room or in a store window without 
plumbing connections. 

The machines comes complete and 
ready to use, with no installation of 
any kind needed and with no addi- 
tional accessories to buy. 


Electric Shaver 


THE NEW Sunbeam Shavemaster, 
just introduced throughout the coun- 
try by Sunbeam Corp., 5600 W. 
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MONOTUBE® 
, 


Action 


HELPS BUILD BIG \ 
REPLACEMENT PROFITS 





wivel- 


My 


Yes, modernizing old ranges offers you big 
profit opportunities—and the TK Monotube 
with exclusive “Swivel-Action” is your best 
replacement bet. 

Here’s a cooking unit that really sells! Mrs. 
Housewife sees at a glance that it makes her old 
cooking units—no matter what type—look obso- 
lete. And, she’ll want Monotube Swivel Action 
. .. just demonstrate that the coil swings up for 
quick, easy cleaning of spilled foods, even when 



































MODERNIZE 








the unit is hot. Point out the flat coil that insures 


a bigger utensil-contact area; faster and lower- 
cost cooking. 

The Monotube is the one unit that offers you 
all these easy-to-demonstrate, easy-to-sell fea- 
tures, plus simple installation. It’smadetofitevery 
type of range opening—and when you order the 
Monopack you get a selection of Monotubes to 
handle practically any modernizing job. See your 
distributor today! 


Here are other MONOTUBE features 


A. 


B. 


WITH MONOTUBES... 


Single coil construction with twin resistance wires insure even distribution 
of heat to cooking utensil—at all switch positions. Better cooking results. 


New terminal block simplifies installation; makes wiring foolproof. 
No soldering necessary. 


This catalog solves your replacement problems 


= 


—Gives you complete information on adapting Mono- 
tubes to practically all electric ranges, old or new. 
Write today for your free copy. 








*T.M. Registered 
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They, Stand Alone 











Roosevelt Rd., Chicago 50, Ill., fea- 
tures a bigger single head that’s twice 
as wide as before. The manufacturer 
claims that this twice-size single head 
shaves twice as much beard in the 
same time. 





The shaver’s oval head is shaped 
to fit every type of face—full, medj- 
um, or lean—and has 1,750 openings 
that are actually closer together than 
the hairs on a man’s face. Power 
is furnished by a compact, armature- 
tvpe motor. 

e 


Crosley Refrigerator 


Tue Crosley Division, Avco Manu 


facturing Corp., Cincinnati, Ohio, 
has introduced a new model, full 
seven-cubic-foot capacity Shelvador 


refrigerator. 

Crosley has announced that they 
are providing this model, known as 
the AA-7, to attract more buyers to 
dealers’ stores and to increase dealer 
sales volume. 

The model was initially introduced 
early this vear with sales restriction 
to apartment house installations. 

The AA-7 provides a full seven- 
cubic-foot interior capacity in an ex- 
terior cabinet requiring no more floor 
space than a standard four-foot mod- 
el. 

& 
Kitchen Clock 


CiarMep to be the lowest priced, 
nationally advertised, self-starting 
electric kitchen clock on the market 
today, a new kitchen clock is being 
introduced by Telechron, Inc., Ash- 
land, Mass., to sell for $3.98. 

A survey, just completed by Tele- 
chron, showed that there is a vast 
untouched market for electric kitch- 
en clocks. Hundreds of thousands 
of homes, wired for electricity, either 
have no kitchen clocks at all or have 
only spring-wound clocks. 

To help dealers tap this market, 
Telechron has produced its new mod- 
el, 2 H 19. The clock is enclosed 
in a plastic case of red and white 
in modern design with a 44-inch 


dial. 
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Three new sales representatives 
have been appointed by the Armstrong 
Products Corp., Huntington 12, W. 
Va. C. E. Sayres, Southern Sales 
Co., Charlotte, N. C., will represent 
Armstrong in North and South Caro- 
lina. 

M. S. Nicholson, Houston, Texas, 
will cover Texas, Oklahoma, and New 
Mexico, and I. H. Silverman, Atlanta, 
Ga., will have territory covering Geor- 
gia, Florida, Alabama, and Eastern 
Tennessee. 

2 


In line with its present policy of 
giving extended sales coverage to dis- 
tributors and dealers, American 
Kitchens is establishing a new South- 
Central sales region, C. Fred Hast- 
ings, general sales manager of the 
American Central Division, Avco 
Manufacturing Corp., has announced. 





K. Riedman 


Paul 


Paul K. Riedman, of Connersville, 
Ind., has been appointed regional 
sales manager for the new territory 
and will make his headquarters in 
Chattanooga, Tenn., Mr. Hastings 
said. Mr. Riedman was formerly 
regional sales manager for the Cin- 
cinnati Casket Co., and prior to that 
with the National Metal Corp. 

“Creation of this region will give 
American Kitchens distributors in 
Chattanooga, Memphis, Knoxville, 
and Nashville, Tenn.; Charlotte, N. 
C.; Little Rock, Ark.; and Birming- 
ham, Ala., an intensified sales cov- 
erage that should aid them greatly; 
in promoting American Kitchens,” 
Mr. Hastings declared. 


e. 
Willard H. Sahloff was elected 
president and chief executive officer 


of the National Enameling and Stamp- 
ing Company at a recent meeting of 
the NESCO Board of Directors. He 
succeeds Alfred J. Kieckhefer who was 


made chairman of the board. 





Willard H. 


Sahloff 


Mr. Sahloff recentls 
executive vice-president of Montgom- 
ery Ward and Company. Prior to 
this he was associated with L. Bam- 
berger and Company, of Newark, N. 
J.. an R. H. Macy affiliate. 


resigned as 


Deepfreeze Division, Motor Pro- 
ducts Corp., North Chicago, Ill., has 
announced the appointment of John 
P. Strange as regional sales managet 
for the Southern Region. He suc- 
ceeds Thoben F. Elrod, recently re 
signed. 

Mr. Strange undertakes his 
and enlarged duties with a_ highly 
successful background of performance 
with the company, having attained 
an outstanding sales record as district 
sales manager for the Southern Re- 
gion prior to his new appointment. 


new 


Donald D. Hutchins has been ap- 
pointed sales representative for the 
St. Louis territory of the Toastmaster 
Products Division of McGraw Electric 
Company, according to a recent an- 
nouncement by W. E. O’Brien, gen- 
eial sales mandger. 

Mr. Hutchins’ territory 
most of the central-southern 
with headquarters in St. Louis. 

Prior to his appointment, Mr. 
Hutchins worked in sales development 
in Elgin, assisting A. S. Miller, Jr., 
domestic department sales manager. 
He was previously associated with the 


includes 
states 
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Sales are UP on this fast selling complete home floor 
conditioner because the GENERAL T-12 taps a 
whole new UNSATURATED appliance market 

- + packs a sales wallop that spells 


PROF IT for you! 


Easy to sell? You bet, because GEN- 
ERAL — and ONLY GENERAL — 
provides quality features (sales 
ammunition) NO OTHER 
FLOOR MACHINE CAN 
MATCH! 


@ A really COMPLETE line 
of wanted attachments. 
When you sell the T-12 
you set up a CONTINU- 
ING demand for extra 
attachments. 


@ All chrome and polished 
aluminum finish 
styled for beauty, engi- 
neered for performance. 


@ Side handles re- 
place long handle 
for polishing furni- 
ture, table tops— 
even autos. 


DRY CLEANS A 








@ Precision built and back- 
ed by a solid guarantee 
. no service work 


for YOU. 






NATIONALLY ADVERTISED 
Year round national and local advertising pre-sells pros- 
pects ... and because displaymanship is half of salesman- 
ship GENERAL offers these free sales aids .. . WINDOW 
DISPLAYS, FLOOR DISPLAYS, MACHINE HANGERS, 
MATS, BOOKLETS, COOPERATIVE ADVERTISING. See 
your supplier or write direct. 
The quality leader in the field — when you sell GENERAL 
you sell the finest! 
Listed by Underwriters Laboratories and approved by 
Good Housekeeping Institute. 
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|, boost sales volume 


—_—_ . a profit opportunity 


doubly welcome now! 















RETAILS AT 


$79.50 


NOW INCLUDES 


2 waxers 
2 polishers 
2 buffers 
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REFINISHES 










COMPLETE INDUSTRIAL FLOOR MACHINE LINE 
Here’s another profit potential for you — GENERAL’S 
famous Industrial line — the “K”’ models. Now used in 
institutions, schools and plants coast-to-coast. Write for 
complete details. 


See our exhibit, booth 807 National Housewares Show, July 11-15, 
Atlantic City, N. J. 












sales departments of the Chicago 
Electric Manufacturing Company, of 
Chicago, and the Majestic Radio and 
Television Corp., Elgin, Ill. 

J 

Cory Corporation has just announc- 
ed the opening of an additional dis 
trict sales office. This office will 
supervise the sales of all Cory glass 
coffee brewers, coffee brewing equip- 
ment, and Cory appliances through 
the states of Texas, Oklahoma, and 
New Mexico. 

The District operation will be 
headed by Harry Roehm who joined 
Cory Corporation in 1947 and who 
was at that time active in the New 
York metropolitan area. Since then, 
Mr. Roehm has served as Cory terri- 
torv manager in the Kansas City area. 


In heading the Southwest District 
sales activity of Cory Corporation, 


Mr. Roehm will make his offices and 
headquarters in Dallas. 
& 

Lewis L. Edmiston has been 
pointed manager of the Appliance 
Department at Barnett’s, 3812 Scenic 
Highway and 3404 Plank Rd., in Ba- 
ton Rouge, La. 


dp- 


Isidore Newmann II, president of 
the Maison Blanche Co., New Or- 
leans, has announced the appointment 
of Stanley P. Reinherz as manager 
and buver of major appliances. 

Mr. Reinherz, a native of Boston, 
was at one time associated with Sears, 
Roebuck & Company and Abraham 
Straus. More recently he was buyer 
for Goldblatt Brothers in Chicago. 

s 

Robert Gayle, veteran in the house- 
hold appliance field, has been made 
vice-president in charge of sales in 
the Central and Southwestern areas 
for the McAllister-Ross Co., Chicago, 
manufacturer of household vacuum 
cleaners, according to an announce- 
ment made by Charles Ross, presi- 
dent. 

Mr. Gayle has been identified with 
the company in various sales capaci- 
ties for the past two vears. He will 
make his headquarters in Little Rock, 
Ark. 

€ 

E. E. Nelson has been named man 
ager of the Appliance Department of 
Bower's Hotpoint distributors, Knox- 
ville, Tenn. 
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The PractiSale 


(Continued from page 74 


74) 
the outcome of the sales presentation. 

The sales manager simply checks 
in advance the points covering the 
characteristics he wishes the prospect 
to have, and the “‘prospect’’ responds 
to the conversation with the sales- 
man by reference to these points 
marked off on the form, The factors 
involved may vary widely from pros- 


pect to prospect, duplicating the 
situation the salesman actually will 


face in the store. 
Specific Data 


A “PractiSale Prospect Informa- 
tion” slip on the Kelvinator refrigera- 
tor, for example, starts out with such 
personal data as the ‘“‘prospect’s” 
name, address and number of persons 
in the family. It also covers the 
“prospect’s” specific interest, type of 
refrigeration now used and _ related 
considerations. 

There are ten factors in all, for 
which a variety of different answers 
are listed. There even is a section 
for “objections,” under which 
points as these might be checked: 

Want to think it over. 

Want to talk it 
band/wife. 

Chink refrigerators 
er. 

Need a new Car. 

Want a television set. 

Other objections may be added as 
neeaed. 


Like 


such 


over with hus- 


will get cheap- 


the refrigerator 


Discussion and Evaluation 


After the ‘‘salesman”’ has adapted 
his presentation to the individual 
situation of his “‘prospect” and has 
attempted to close the sale, the rest 
of the trainees discuss and evaluate 
the “PractiSale’” demonstration. 

The whole “PractiSale” idea, Cow- 
ard said, emphasizes to the salesman 
the importance of a sincere interest in 
the prospect, and it trains him in how 
to close more orders by selling the 
model which will fill best the specific 
needs of the individual prospect. 


Repeat Customers — 
A Fertile Field 


(Continued from page 73) 


consider this as a hard fast rule. But 
generally, greater rewards will come 
to an appliance department which 
concentrates on selling electrical ap- 
pliances to the fertile market of re- 
peat customers. 

Our outside selling at Gayfer’s is 
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Hf Both ‘2b. 
See how easy it is to sell ont Bae 
window models 
. e,@e labl 
, Fedders Room Air Conditioners cay ook 
bronze with 
burl walnut. 


Just follow these three simple steps: 


e 1. BLOW ON YOUR HAND 2. NOW MOISTEN IT 
3. BLOW AGAIN 


FEEL THE DIFFERENCE? How much cooler the air felt on 
your hand after you had moistened it! 

That’s the same way the Fedders Room Air Conditioner 
works. It takes only a second to show a prospect the extra 
comfort he gets. Now is the time to cash in on this unlimited 
market. Here are six good reasons for selling and promot- 
ing Fedders for extra profits: 


1. READY MADE PROSPECTS Everyone knows and wants the ben- 
efits of aim conditioning. But most people don’t realize how 
cheaply they can get it—with Fedders smart new line of room 
air conditioners. 


% Ab. dD. Floor 
Console Model. 
All wood 
cabinet in ma- 
hogany finish. 
High cooling 


2. UNTAPPED MARKET Every home, every office, restaurant, hotel pa 
apacity. 


and institution is a prospect for one or more Fedders units. 


3. NO TRADE-INS No allowances to plague you. Every Fedders 
sale is a clean, full profit deal for you. 


4. PACKAGED UNIT SALE Each unit is a complete system of elec- 
trically refrigerated air conditioning. Just install it in the 
window and plug it into any standard outlet. No ducts, no 
piping, no building alterations. 





5. 11'S A NATURAL” FOR YOU You'll sell it to the same people 
who are customers for washers, refrigerators or other ap- 
pliances. And it’s a high-profit item loaded with specialty — a wow ans wee 
selling features your salesmen will love. MAIL CO UPON TO DAY 


FEDDERS-QUIG AN CORPOR ATION 


r | 
| ! 
| | 
| “ee ag sos r Division, | 
J Air Conditione 
| Unit : lo 7, N. Y. | 
j Dept. ES-1, Buffalo 
\ 
1 
1 
| 
! 
| 
1 








6. BACKED BY 53 YEARS’ EXPERIENCE YOu can sell Fedders with 
confidence. Fedders has specialized in heat transfer equip- 
ment since 1896. Don’t delay. Mail the coupon now for 


fedders J 


A GREAT NAME SINCE 1896 








how I can make 






Let’s have the full story on 
money on the Fedders line. 
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therefore aimed at specific’ prospects, 
and into selling these prospects we 
put a great deal of sales punch. Our 
outside men are called “Sales Coun- 
selors” rather than salesmen, and 
while putting a sense of urgency in 
their selling, they make their selling 
as informal as possible. 

Let me state here that I do not 
mean to imply that a department 
store appliance department should 
overlook any bets, or any customers. 
But the initial selling plan should 
follow the procedure outlined above, 
in my opinion, with any other type 
of outside selling done with separate 
selling techniques in mind. 

The department store, too, should 
capitalize on floor traffic. A woman 
home economist and demonstrator at 
Gavfer’s can make any woman feel 
at home in the department, as well 
as demonstrating appliances both in 
the store and in the homes. We pro- 
mote traffic by using plenty of ad 
vertising. 

Another well-known traffic promo- 
ter we use at Gayfer’s has paid divi- 
dends in customer interest. Any 
store which sells radio-record-player 
combinations will find it necessary 
to sell records. At Gayfer’s we have 


capitalized on this by making our 
record shop one of the most complete 
ones in the city. We have built a 
good sales volume in this department 
by keeping very complete stocks, by 
attractive display, by having three air- 
conditioned and sound-proof booths 
for listening, and by advertising. I 
agree that the net profit on records 
may not be as high as it might be on 
some other items in the same floor 
space. But as a traffic builder, and 
consequently a seller of appliances, 
it is unexcelled for year around in- 
terest. 

By having first established contact 
with customers, we find too, that 
telephone selling can be acomplished 
on a much higher plane. Direct mail 
advertising to the charge account lists 
has also always paid dividends. 

Never overlook the “home’’ angle 
in appliance departments. Build a 
reputation for having a home center. 
We merchandise a line of high-grade 
cooking utensils and housewares, with 
plenty of small appliances, pressure 
cookers, irons, and clocks, that fit 
well into our merchandising program. 

Every advantage is taken to build 
repeat sales. Each customer is ques 
tioned, in a subtle way, to determine 




















WINDOW FANS 
lo hel 


NO COMPLAINTS 
NO DISSATISFACTION 
NO RETURNS! 


Satisfied customers — perman- 
ent sales. The selling job is easy 
—and the fan stays sold! En- 
gineered, tested, PROVEN after 
years of successful operation in 
thousands of homes. Motor UP 
—out of the way of little hands. 
Quiet, longer life at less main- 
tenance cost. 
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FAN AND VENTILATOR CO. 
531 St. Joseph St. © New Orleans, La. 


















any prospects among her acquaint- 
ances. Subjected only to an informal 
type of selling herself, she does not 
hesitate to give these names as she 
would to a salesman she feared would 


. subject her friends to high pressure 


methods. 

Women talk among themselves 
too, and word-of-mouth advertising is 
valuable, or damaging, in proportion 
to the value of the service received. 

We know that we will have to push 
harder for sales in the future and that 
we must be “on our toes” to meet 
competition. 

Yet, by using the sales methods 
outlined here, we have sold merchan- 
dise by the carload since I took over 
the department in 1945, and have 
established common ground with the 
type of customers who will be repeat 
customers in the future. 





Service Plus Cash 
Equals Volume 


(Continued from page 72) 


the Frigidaire franchise. He began 
stocking its line of major appliances 
and paving cash on the barrelhead. 
His volume of both service and gadget 
sales has grown until now he has al! 
the major appliances his small store 
will hold, and a large overflow in a 
warehouse on the other side of town. 
He is afraid there are more appli 
ance dealers than the trade will sup 
port when supply catches up with de- 
mand, and he wants to be on the 
sunny side of solvency when _ that 
happens. 

Lannom now has two full time 
service men and a field 
These three employees, plus himself 
and his wife, constitute a working 
force of five who keep busy all the 
time. He has a fully equipped shop 
in the rear of his store where hauled- 
in equipment is repaired and deliver 
ed back to the customer. In _ this 
shop he keeps a heavy line of replace- 
ment parts for all the old pre-war ap- 
pliances that the owners want serv- 
iced. Naturally each of these own- 
ers is a first class prospect for a new 
machine when he gets readv to buy. 

When, for example, a customer 
walks in to learn how the repair work 
on his washing machine is coming 
along, he sees the handsome display 
of other stock and may become inter- 
ested in a refrigerator. Even though 
he. may shop around a little with 
other dealers, the dealer who is doing 
all his service work will naturally 
have first claim on his interest. 

Vernon Turner and Billy Spur- 
lock, Lannom’s two service men, are 
themselves good salesmen. Lannom 


salesman. 
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not only sends them to all of Frigi- 
daire’s service schools but also their 
sales schools. When the Lannom 
truck drives up to a home to pick up 
a washer for repair, the service man 
may tactfully explain how much bet- 
te- service the new model will give. 
He plavs up the improvements in a 
wav to make the customer’s mouth 
water. And if he sees he is making 
an impression, he mav offer to install 
for a week without obligation a dem- 
onstration model on which Mrs. Salh 
Housewife can do all her laundrv be- 
fore deciding if she would like to 
buy. 


Prospects from Service 


While picking up a machine fot 
repair, the service man has a chance 
also to learn what the customer lacks 
in the wav of a vacuum cleaner, 
range, deep freeze, unit refrigerator, 
hot water heater, etc. All these needs 
are entered on a prospect list and 
followed up by phone, direct mail, 
personal contact, and other methods 
In fact, the sales made through ser\ 
icing leads are the most important 
volume builders for Lannom Electric 
todav. 

These leads are found not onlv in 
pickups at the homes, but with cus 
tomers who bring in their own mo 
tors, washing machines, and other 
equipment to be repaired. One farm 
er came in with a washing machine 
motor and while there looked over 
the neat arrangement of stock and 
decided to buy a range, refrigerator, 
and water heater. 

“To service charges that a custom- 
er thinks are too high hurt vour 
sales?” Lannom was asked. 

“T trv to be reasonable on charges 
with all my customers,” he replied, 
“because I know what that means in 
good will and repeat sales. But even 
at that, charges are necessarily higher 
than a few vears ago on everything, 
and it is still hard to keep many peo- 
ple from thinking they are gouged. 
However, in 90 per cent of the cases, 
all the first resentment dies down if 
the job stands up. If the customer 
has no further trouble with the re- 
frigerator you repair. he will soon for- 
get the cost and tell his friends how 
dependable vour work is. If the work 
vou do on his machine falls down, he 
is going to cuss you and try to give 
vou a bad reputation no matter how 
little vou charge him.” 

Lannom does a cash business on 
servicing, and gets cash on time sales 
of appliances through bank financing. 
Since the sale of major appliances has 
become such a widespread time and 
installment . business, he has to bow 
to the force of circumstances. But 
he has an arrangement with a local 





says Mr. Harold I. Teller, 
Teller Electric Range Service, 
\ Battle Creek, Michigan 

















They know CHROMALOX Units 
are quality merchandise—— 
and I think the fact that 
they are easily cleaned is 
another feature housewives 
like." 


"I guarantee workmanship 
as well as replacement 
parts to our customers.. 
therefore it is necessary 
for me to handle a unit 
that will stand up. Since 
our serviceman carries a 
full stock of CHROMALOX 
Adapter Rings in his truck 
at all times, he can make 
quick one-Stop service 
calls. Making replace-— 
ments, as far as actual 
labor is concerned is 
easy. The time I save on 
each single call, allows 
me to make more calls ina 
day. I say again, CHROMALOX 
Electric Range Units are 
money makers. 





*K Send for Mr. Teller's complete letter 
telling how he does it, and the new 


The comments from our cus— 
Chromalox Replacement Manual. 


tomers are very encourag— 
ing. They like the speed 
of the unit most of all. 


Write today. The Manual shows you how 
easy it is to make all electric range unit 
replacements quickly and easily—regardless 
of the make, type or age of the range. 


CHROMALOX 


Electric Cooking 
at Its Best 





EDWIN L. WIEGAND COMPANY «+ 7600 THOMAS BLVD. - PITTSBURGH 8, PA. 
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JACKSON WINDOLATOR 


Here’s just the fan to reach the huge market of homes, 
apartments offices and stores. Cools three or four rooms. 
Has high efficiency rating from Texas AGM. Three simple 
operations is all necessary to install. This fan is beautifully 
finished and has a strong sales appeal. Stock the 
Windolator and be assured of fast turn-over ... Write now 
for details. Get your share of big, hot-weather business. 





VENTILATING CO., INC. 
MONTGOMERY, ALABAMA 


Manufacturers of 
JACKSON GIRO, horizontal attic fan—a package unit 


and 
JACKSON HI-VOLUME, vertical attic fan 
Distributors inquiries invited 


Southeastern 
Factory Representative 
Alex Corbett, Jr., & Assoc. 
2727 49th. St. So. 
St. Petersburg 7, Fla. 


Southwestern 
Factory Representative 
John T. Everetts Sons 

Memphis, Tenn. 
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bank to advance all necessary purt- 
chase money and let the custome: 
meet his installments with the bank 
instead of the dealer. In this way 
Lannom gets cash money on every 
sale, and he can operate his business 
with his own capital without borrow- 
ing money to carry open accounts or 
time sales. 

“IT check closely every prospect who 
asks for terms on purchases and the 
bank has turned down only three cus- 
tomers I recommended for financ- 
ing,” said Lannom. “After the first 
three monthly installments are paid, 
the bank releases me from any further 
obligation on the credit and assumes 
full responsibility for remaining col 
lections.”” He added that neither he 
nor the bank had lost a cent on any 
of his time customers. 

By clinging to his cash policy, Lan- 
nom can defy anybody’s depression 
and dare it to do its worst. If our 
business economy collapses as it did 
in the 30’s, or if the appliance field 
enters into a dog-eat-dog competition, 
as some fear, he won’t have any 
creditors hounding him for payment 
of existent debts with non-existent in 
come. 

“Tf worst comes to worst,” he 
explained, “my wife can run the store 
and I can run the shop and both of 
us can hope for customers without 
waiting for the sheriff to close us 
down.” 


Display Those Clocks 


(Continued from page 69) 


er item, she is alert for clock pros 
pects. This specialist must know 
every clock in stock, inside and out, 
and be able to answer any question 
about any clock.” 

But even with such a_ technical 
knowledge of clocks, the sales special- 
ist must also have and use knowledge 
of the proper sales technique. She, 
or he, must be capable of answering 
all questions, yet must ask a signifi- 
cant question at the right time. 

The question is, “For what room?” 
and the time to ask it is upon first 
contact with the customer. That, 
says Shelton, is an all-important tech- 
nique because it properly channels 
sales effort and gives control of the 
transaction to the sales specialist. 

“From that point on,” he adds, 
“the sales person is in command and 
if she knows clocks she will actually 
select the clock the customer buys. 

“Such a sales person always sells 
the customer the best value available 
for the purpose the customer has in 
mind. She seldom ever makes the 
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mistake of selling a $4.95 clocx for 
a bedroom. Instead, she sells a clock 
that not only serves the purpose, but 
graces the room. 

“An improperly trained sales per- 
son may spend as much as 30 minutes 
with a customer, showing a numbel 
of models. A properly trained person 
who knows clocks inside and out scl 
dom requires more than 10 minutes 
to complete a sale. 

“The specialist knows her business. 
And knowing the room she can con- 
centrate on the appropriate clock. 
It is her business then to create in 
the customer a desire. For a custom- 
er will buy because she wants the 
clock quicker than she will buv_ be- 
cause she needs a clock.” 

In the Sanger Brothers clock dis 
play, prices are de-emphasized, as 
they are in sales transactions. There 
wre no boldlv-lettered prices in the 
displav. onlv the minute tag attached 
to each clock. And in presentation 
of the clock to the customer, price is 
the last consideration. Creation in 
the customer of a desire for a particu 
lar clock is the objective of presenta 
tion 

For nine months of the vear the 
Sanger Brothers store relies almost en 
tirely upon interior display for elec- 
tric clock promotion. But in the 
months of October, November, and 
December, electric clocks are adver- 
tised. 

“As I mentioned previously,” says 
Shelton, “electric clocks give us more 
volume than anv other single traffic 
appliance, on a year-around basis. 

“However, properly promoted at 
the holiday season, electric clocks are 
a verv big volume item.” 


Successful Small 
Appliance Selling 


(Continued from page 68) 


how many beans, grains of pop corn, 
buttons, etc., were in various sized 
bowls. At our booth, ladies were 
asked to guess how many times an 
iron was lifted in ironing four shirts. 
Results were, as you might expect. 
the store was crowded, sales jumped, 
everyone was happy. 


In Arlington, Virginia, Yeatman’s 
Hardware do an outstanding job in 
selling small appliances. A supervisor 
and three sales girls, especially train- 
ed, devote their full time to the ef- 
fective merchandising of their small 
appliance lines. The store has an 
all-important “must”—the policy of 
using display and promotional ma- 
terials supplied by manufacturers. 
When the factory runs a national ad, 
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STYLED to sell! BUILT to sell! 
| e PRICED fo sell! 










Here's your leader to 
bring in '49 fan profits. 
An exquisitely designed, 
glistening beauty that will 
attract attention. Above 
average air circulation... 
without drafts . . . without 
blasts . . . without noise... 
will convince them. And the 
low price will clinch the 
sale. Sturdily built. Powered 
by heavy-duty FASCO 
motor matched to the fan 
blades. Will be a quick 
sellout ...s0 order yours 
NOW. 





: ise Tax 
including Excire a4 West) 


(Slightly higher Denver a 







Sells for Sells for 
reception rooms offices 





fon Sells for Sells for 


bedrooms 






12” Model N-128 
Heavy Duty 





12” Model N-121 10” Model N-101 
Standard Deluxe Heavy Duty 





16” Model N-163 10” Model N-103 
DeLuxe Heavy Duty Standard 


WRITE! Get complete 


information now so you 
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16” Pedestal Model $9" order from your 
jobber promptly. 


N-165. Adjustable 
in height—4 to 7 ft. 








Formerly F. A. Smith Manufacturing Co., Inc. 


the store runs a local ad that says 
“Come in, we have it.” It purchases 
daily spots on the radio calling at- 
tention to the ad in the magazine and 
inviting listeners to come in. 

This dealer was never caught with 
a cat and dog inventory and scarcely 
experienced the slow down in various 
items when supply caught up with 
demand. When the crying towel was 
being passed around during the dark 
days last year in the iron business, 
Mr. Yateman said, “I don’t know 
where they are going but we are still 
moving them.” 


Another wide awake retailer turn 
ed a liability into an asset bv loading 
his postwar orphans onto a “special” 
table, advertising them as postwar 
blunders. People liked the advertis 
ing, crowded the store, bought the 
“specials” and lots of other things 
besides. 


Yost Elect-onics of Bethesda, Mary- 
land, did a fine job with small ap- 
pliances last summer, using a crew 
of college men working on a door- 
to-door basis. They were offering 
women a little book that showed 
them how to make their ironing 
easier. Irons were sold in sizable 
volume, and in the doing, many leads 
were obtained which resulted in sales 
of major appliances. 


Another most successful retailer is 
keeping himself in -the clover with 
evening ironing parties. ‘The party 
is held in the home of one of his 
customers. She invites eight or ning 
friends. The dealer himself puts on 
the demonstration. The sight of a 
man doing the ironing turns the 
trick. This dealer sells a complete 
combination of the iron, and ironing 
board and a Cordminder and, in ad- 
dition, casts a practiced eye over the 
other appliances in the home, makes 
a note of those that need replacc- 
ment and those yet to be purchased. 

It isn’t necessary to draw any pic- 
tures about the status of this dealer’s 
prospect file. The hostess receives a 
modest gift for her trouble. Every- 
body has a good time. Sales averag- 
ing $250 per party result. There is 
no trouble arranging for additional 
parties. The guests take care of that. 
They like the demonstration so much 
that they are eager to have them in 
their own homes next. 


%& 


Take the case of the Grabe Elec- 
tric Company, of Tucson, Arizona. 
E. Bruce Hannah is the owner and 
operator; L. M. Heath runs the small 
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appliance business. 


S. C. RAYMOND, President of Griffen Roofing 
Company, Inc., Coral Gables, Florida, has joined 
thousands of contractors throughout the coun- 
try who are installing Herman Nelson Unit 
Blowers. Like others, Mr. Raymond has found 
that it’s profitable to sell these outstanding 
products to provide comfort and health in the 
huge industrial, commercial and _ institutional 
markets. He has also found 
that installing Herman 
Nelson Unit Blowers re- 
sults in satisfied custom- 
ers who help bring his firm 
more business. If you are 
interested in this profit- 
able market, write for 
booklet, “1001 Ventilating 
Problems Solved.” 





Herman Nelson 
Unit Blowers 


THE HERMAN NELSON CORPORATION 
MOLINE, ILLINOIS 








Nitecool* and 
Koolmaster* Fans 


A complete line 
of cooling fans. 


I Thictaeke) | 
Attic Fans 


Nitecool 
Vertical Fans 





Write today for com- 
plete information on 
dealer discounts and 
protected franchises. 


"Registered Trade Mark 





AIR EQUIPMENT CO., Inc. 


1713 W. Carroll Ave., Chicago 12, Ill. 
55 years of experience and progressive management 
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The store had, prior to last year. 
about 35 front feet and considerable 
depth. It is located on the main 
drag. It has never made an “orphan” 
out of the small appliance business. 
Rule one has been to always display 
small appliances at the front of the 
store. The two windows always display 
small appliances, even though major 
appliances are frequently featured. 
This, of course, is for the express 
purpose of reaching out and grab- 
bing their share of that forty-one 
million people who are going to buy 
small appliances some place. Adver- 
tising and intelligent demonstrations 
and sales presentations by people who 
know their stuff have contributed 
their part. Only good lines which 
people recognize are carried. 

The formula must work because 
they have been forced to open an 
other store two doors east where only 
small appliances and toys are han- 
dled. Actual dollar volume of the 
small ticket items has for many 
months equalled, and even surpassed, 
that of their major appliance business 
—and they sell only the leading lines. 

Much of the credit for this spec- 
tacular success is given to tieing in 
with factory advertising and promo- 
tions, home demonstrations, appear- 
ances at women’s and church groups. 
small appliance cooking schools and 
other interest building, store-traffic 
getting events. 


Millions of small appliances will 
be bought. Millions more will look 
now and buy later. Better they look 
in your store than in that of your 
competitor. Any retailer's business 
depends upon families. Give any 
smart merchant a neighborhood with 
100 families as his customers and he 
will do more than all right. 


Automatic Customers. 


These families become customers 
when they buy something from you. 
That something might well be an 
electric iron, a toaster, a heating pad, 
a coffee maker, a clock or even an 
electric light bulb. If you have it 
. . . if she comes in, sees your store, 
likes it, likes the kind of service, the 
way you sold her; you have made a 
customer, the value of whom can 
never be estimated in the dollars and 
cents of the original purchase. 

But small appliances are not im- 
portant just because they lead to the 
sales of other appliances. 

Seven hundred million dollars isn’t 
hay. And the net, minus the ser- 
vice headaches, delivery costs, large 
areas of floor space, trade-ins and 
other problems, looks plenty good at 
the bottom of a P and L. 








Selling Dishwashers 
In A Buyer’s Market 


(Continued from page 65) 


chen looks too expensive for the aver- 
age homeowner,” Mr. Endicott said, 
“and thus we keep a less costly, more 
modest kitchen on display at all 
times. We show this one first to the 
usual prospect, and grade up to the 
more complete unit if the opportunity 
is there.” 

The wisdom of this step can be 
seen from the fact that while dozens 


of prospects per week stop in to look 
at the deluxe kitchen, most of them 
make a beeline for the smaller kit- 
chen when actual figuring begins. 

Next, Endicott undertook to solve 
in advance the irritating problems of 
installation, 

“TI knew that dealers all over the 
state were losing kitchen sales _be- 
cause no plumber could be found who 
would undertake the installation,” the 
dealer said, “and that there is a real 
danger in selling kitchens less installa- 


tion cost. Invariably costs run so. 














W-16 is a_ Lightweight, 
Portable Model for all a- 
round use. Easy to handle. 





W-400 or W-500 Models 
move 4000 to 5100 C.F.M. 





Cool comfort for the entire 

home! Attic Model capaci- 

ties from 7050 C.F.M. to 
21500 C.F.M. 
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2310 Superior Ave. 


DOUBLE YOUR 
SUMMER PROFITS 


with REX-AIRATE 
Comfort Cooling Fans! 


Here is an enormous market 


with far more prospects than you 
ean handle! The greatest potential 
market for summer comfort cool- 
ing is in the residential field. Thou- 
sands of home owners and apart- 
ment dwellers have found that air 
— nature’s cooling method — is 
the solution for heat relief at low 
cost. 


Any dealer who has successfully 
sold electrical appliances can mer- 
chandise ,REX-AIRATES. No spec- 
ial training is required, installation 
and service problems are minor. 
They are suitable for any home — 
large and small — the line com- 
prises 15 models from the small 
W-14 window fans listing at $42.90 
to the large volume attic-pak fans. 


More and more alert dealers are 
profiting by selling REX-AIRATES. 
If you are not obtaining your share 
of this fast growing business, start 
doing so now by writing for catalog 
ES. By all means don’t delay. 


@ 
st” 
Ds ROLSaxnc—> 


Div. of 


THE CLEVELAND HEATER CO. 
Cleveland 14, Ohio 

















high when the homeowner seeks a 
plumber that the buyer is up in arms 
with anger. We resolved, therefore, 
that we would sell no package kit- 
chens without guaranteeing the entire 
cost, installed, and see to it that we 
controlled the whole job.” 


“Pet Plumber” 


To find a “pet plumber’ who 
could be depended upon, Endicott 
spent a lot of time in checking 
through the industry, looking for 
someone new in the business, who 
would appreciate a steady source of 
installation work. After a couple of 
months, he found the answer in an 
ex-G. I. who had just received a mas- 
ter-plumber ticket, and was anxious 
to start up a profitable installation 
connection. At the same time, End- 
icott located an expert carpenter, 
who could handle all sorts of remod- 
eling, painting, woodwork, wiring, 
etc., and put up the same proposition 
to him. 

“Under the plan, the plumbe: 
guarantees us installation when re- 
quired, in return for all of our busi- 
ness,” Endicott said, “including will- 
ingness to go with us when we esti 
mate a kitchen in the _ prospect’s 
home, and figure his costs on the 
site. This means two trips of course, 
but we schedule estimates tightly 
enough that the plumber doesn’t lose 
a lot of time, and give him plenty of 
business to make it worthwhile. 

“We have the same arrangement 
with the carpenter, who also goes with 
us on the original call, makes up a 
blueprint of the final job, and like- 
wise estimates his cost. The carpen- 
ter, incidentally, contracts this work 
for only three firms—ourselves, a 
furniture firm, and a lumber dealer. 
That means we can always depend 
on him.” 

Thus, on every estimate, when Os- 


borne-Endicott is invited into the 
prospect’s home, salesman, plumber, 
and carpenter go along, or at least 
one of the latter two. “This makes a 
good impression on the homeowner,” 
Endicott said, “as we go right to work 


taking measurements, figuring _ re- 
modeling costs, mew woodwork, 


paint, etc., under the housewife’s eye. 
By the time we're finished, the car- 
penter draws a sketch of the finished 
job, and I’m ready to quote the price 
for the entire job installed, and to 
schedule the day it is to be done. 
We've found that we sell a lot of 
additional kitchens because we have 
impressed homeowners with _ effi- 
ciency on the first call.” 

Endicott figures the entire job 
down to the last penny, and sticks to 
that figure thereafter. “In this wavy. 
there are no hidden or unexpected 
costs which the customer must dig 
up,” he indicated. ““We have nothing 
but good will coming from any of 
cur previously-sold ‘ customers.” 

Having in this way done away with 
the basic risks in selling every job, 
Osborne-Endicott began advertising 
heavily through 1948. “In general, 
we run one out of each four ads on 
complete kitchens,” the dealer said, 
“this including radio spots, city news- 
papers, neighborhood journals, and 
other publications. 

“Radio has been particularly help- 
ful, inasmuch as every fourth day all 
commercials are slanted at kitchen re- 
modeling in older homes. While 
we're selling some kitchens for new 
home installation, 80 per cent of all 
volume goes into older homes, already 
paid for, where the owners are 1n- 
terested in modernization. Coupled 
with devoting half the store to medel 
kitchen display, this ad program 
means that we’re at least in the run- 
ning whenever the subject of model 
kitchens comes up.” 


Endicott and one salesman, both 
graduates of schools on the subject, 
handle all of the sales responsibitity. 
Each spends 55 per cent of his time 
“on the outside.” 

As an incentive for his salesman- 
kitchen expert, Endicott has set up a 
compensation plan whereby the saics- 
man gets an increase in any four 
month period which exceeds tlie pze- 
vious four months. With model kit- 
chens booming, the salesman has en- 
joved three consecutive incieases, and 
the store’s gross sales have been so 
good that volume in January of 1949 
was only $200 less than September 
of 1947—when most dealers repoit 
sales on the downgrade. Througa 
careful selection of prospects, Os- 
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Address Box 633 


ELECTRICAL SOUTH 
806 Peachtree St. N. E. 
Atlanta 5, Ga. 


Major Appliance Manufacturer with 
Fast Selling Line wants agents for 
South and Southwest to call direc 
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Our New Complete 
Catalogue —Over 
600 Pages—Only *2°° 


Included FREE: Pocket Size Catalogue 
with Net Prices on Important Parts 


STAR ELECTRIC 


SUPPLY CO. 
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Offer dealers the opportunity to simplify their profits — at 
the same time materially reducing inventory cost. With the 
addition of simple attachments to the basic Reed Unit-Fans 
—Window, Attic, Vertical Air Discharge Attic Fans, Portable 
Floor Fans, or Commercial Exhaust jobs can be displayed and 


sold. 


Only Reed “Comfort Cooling” Units offer you these 
features. Write today for catalog, prices, etc. 
1001 ST. CHARLES AVE. 
NEW ORLEANS, LA. 


REED UNIT-FANS, Inc. 
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CTl PROPERLY TRAINED MEN 
HAVE THE 


PRACTICAL SHOP TRAINING 


“KNOW HOW’ 


in 


ELECTRICITY, MAJOR APPLIANCE 


Service, Maintenance, Installation 
Write for Catalog ES5—Veterans ask about GI Training 


Manufacturers, distributors, etc., when you need 
TRAINED men contact CTI Placement Bureau. 


COMMERCIAL TRADES INSTITUTE 
200 South 20th St., Birmingham, Ala. — Phone 7-0555 
| Member: Southern Association of Private Trade Schools 
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borne-Endicott has hit the high ratio 
of selling 50 per cent of all home 
owners visited with the “estimaic 
crew” as described above. 

Success with blueprint preserta- 
tions made up by the carpenter has 
led to an interesting process in the 
showroom itself. Using a miniature 
kitchen supplied by a manuizacturer, 
Endicott or the salesman can help 
drop-in prospects to g2t an idea of 
what can be done with their kitchens. 

If the prospect seems inte-ested, 
Endicott photographs the m:niature 
kitchen arranged for the prospect. and 
has the negative blown up until the 
miniature refrigerator, sink, cabinets, 
etc., assume lifelike proportions Thi 
picture is used to get into the pros- 


pect’s home, and quite often will 
make the sale where other methods 
fail. 


“We always leave the picture with 
the prospect,” he said “and even if 
the housewife feels she can’t afford 
to buy now, she will usually put the 
picture away and look at it now aid 
then until she feels she’s got to 
modernize her working quarters’! 


*““Your Comfort 
Is Our Business” 


(Continued from page 67 


complete kitchens, automatic laun- 
dry equipment, dishwashers, ete., 
Woodman grinned, “so it wasn’t 


hard to envisage selling air condition 
ing along with it.” 

His first installations were 
package units, for which the appli 
ance service crew designed and put 
up ductwork. Almost every job led 
to another, influential farmers order- 
ing package units for bedrooms and 
living rooms. All these were suc 
cessful enough that Woodman was 
contacted about larger, central sys- 


small 


tems for cooling entire homes. With 
a market assured, Woodman began 
designing complete systems which 


range from 5 to 20 tons, running in- 
to thousands of dollars, all on a cus- 
tom basis. He has to date installed 
six such farm home jobs, all big, 
zoned systems with basement refrig- 
eration equipment, thermostatically 
controlled areas, blower circulation, 
etc., which would do credit to any 
engineering organization. 

Some of these, such as a multiple- 
ton system in the home of a Missouri 
millionaire brick manufacturer, won 
him statewide publicity, and with it, 
a lot of contracts for package unit 
cooling of small stores, and remote 
systems for a bank, shoe factory, and 
other commercial buildings. 
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First and last, however, Woodman 
is interested in the home as his prime 
market, which brought about the slo- 
gan “Your Comfort Is Our Business.” 
With appliances, air conditioning, 
and refrigeration service all going de 
partments, he plays up the slogan 
with silhouette lettering running all 
the way across the back of the show- 
room. Also, whenever he makes an 
installation of a kitchen, air condi- 
tioning unit, etc., it is photographed, 
and 8x10 pictures showing the job 
are put up for displav on a bulletin 
board in the showroom. 

Many air conditioning jobs have 
been sold to prospects who came in 
merely to look at a refrigerator or a 
home freezer. 

“We expect a lot of volume in the 
future on package air conditioning, 
running from one ton to five-ton 
units,” the dealer said. “The same 
homeowner who makes things easy 
for his wife with a planned electric 
kitchen can be readily sold on a com 
fort air 


home.” 


conditioning job in the 


Woodman himself has sold most 
of his 


although 


air conditioning installations, 


speciality salesmen make 


most of the contacts. Making a suc- 
cess of the air conditioning field, he 
warns, isn’t easy—for no two jobs 
are alike, and every installation must 
produce wanted cooling or the mar 
ket will be “shut off right now!” as 
Woodman put it. 


Complete Home Heating 


Diversified service No. 4 under 
“Your Comfort Is Our Business” is 
complete home heating. Starting 


out with gas and oil burning space 
heaters, Woodman logically progress- 
ed along to automatic heat—first 
floor furnaces, then large remote-con- 
trol systems for heating the entire 
house. Two years ago he became in 
terested in radiant heating, and add 
ed this to the line-up, quite surprising 
for a dealer in a small country town. 
It “caught on” swiftly in mild-li 
mate mid-Missouri, with the result 
that the radiant heating department 
bids to become one of the chief 
sources of sales volume in the next 
few vears. 

Contracting every type of heating, 
Woodman won a few chances to in- 
stall radiant heat in Missouri homes, 
with complete success in each. This 
led to commercial selling, with the 
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Easy to sell 
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RECESSED 
LIGHT 


The perfect combination for profit 


Mrs. Housewife can't resist this modern appliance...and, 
why should she? Blo-Fan whisks away greasy steam and 
odors as they rise. Pry-Lite 100 watt light concentrates illu- 
mination on the range and adjacent work area. Each unit 
is serviced individually. 
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Easy to install 
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BELTED 
VENT SETS 


TOP PERFORMANCE 
PROFIT-BUILDERS! 


For quiet, dependable ventilation in large 
buildings and small, the “Buffalo” Belted 


Vent Set is one of the most popular sellers! A compact 
unit, it is easily installed (available with drive and 
motor cover for outdoors). Its simple, practical con- 
struction makes servicing easy. Non-overloading and 
built for years of economical service. Write for Bulle- 


@® 


BREEZO FANS 


Like the Belted Vent 

Sets, Buffalo” Breezo 
Fans are year-round good business for you. Compact, 
sturdy, economical to operate and quiet running, these 
square panel fans are easy to install. AND THERE’S 
NOTHING FLIMSY ABOUT THEM! Blades, motor 
bracket, arms and panel are die-stamped of good, 
heavy metal. 6 sizes, 8” to 24”. Breezos are <mong 
our best and steadiest sellers — make them yours, too! 


FOR THESE AND OTHER FAST SELLING 
BUFFALO FANS, WRITE FOR BULLETIN 
3222-F AND GET COMPLETE FACTS! 
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Canadian Blower ‘&Fotge Co., Ltd., Kitchener, Ont. 
Branch Offices in All Principal Cities 

BREEZO FANS BELTED VENT SETS 
E BLOWERS BELT-AIR FANS 


ALL BUFFALO THIS LABEL 


FANS CARRY 
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result that when a large shoe fac- 
tory was remodeled in Jefferson City, 
Woodman got the job of air condi 
tioning and heating it. 


That’s the stellar line-up which 
makes the “Your Comfort Is Our 
Business” slogan spell profits for 


Woodman. Now comfortably en- 
trenched in every major type of home 
comfort operation except plumbing, 
the dealer can count on air condition- 
ing installation all summer, when 
heating sales fall off, heating during 
the fall months, appliance service and 
appliance sales on a steady basis the 
year around. 

How can he handle all these ser 
vices at once? The answer lies in 
versatile employees as well as the 
diversified setup, according to Wood 
man. Except for radiant heating, 
installed by plumbers and steamfit- 
ters hired for each job, the seven-man 
regular crew handles all installations. 

“Our men are well paid to learn 
the details of each department,” 
Woodman grinned, “attending regu- 
held in the showroom, 
manufacturers’ schools, etc., until 
they can swing from repairing a re 
frigerator to installing controls for a 
20-ton air 


lar schools 


conditioning svstem.” 


He doesn’t ask any emplovee tc 
do anything he can’t do himself, 
and often grabs a wrench or sketch 
book to work out problems for his 
homeowner customers. 

Any visitor to the Woodman 
showroom quickly grasps the diversi- 
fied-service theme of the organiza- 


tion. Next to the appliance show- 
room, with its operating kitchen, 


model laundry, and specialty sales- 
men is another showroom, in which 
are shown package air conditioning 
systems, electric pumps for farmers, 


space heaters, automatic heating 
equipment, and the bulletin board 


covering heating and air conditioning 
installations via 8x10 photographs. 


Completeness Pays Off 


“We make sure that every appli- 
ance customer gets a look at the vari- 
ous departments,” Woodman. said, 
“even if it seems useless at the time. 
A housewife merely wants a 
toaster may turn out to be the wife 
of a wealthy horse fancier, who can 
eventually be sold air conditioning 
or heating along with his appliances.” 

Needless to say, the completeness 
of the Woodman organization guat 
antees him a crack at almost ever 


who 


type of comfort installation. People 
planning new homes check with him 
for appliances, for air conditioning, 
and heating, there being many cus- 
tomers who have bought all three 
at once. 

Woodman is a strong believer in 
advertising, and budgets a fair share 
of his gross income to advertising in 
farm journals, city papers, programs, 
and radio promotion. Most of his 
newspaper ads are illustrated with pic: 
tures of model kitchens, package air 
conditioners, heating, etc., installed 
in Jefferson City or farm homes. His 
spot announcements play up appli 
ances and heating, air conditioning 
or repair services, according to the 
season. 

The dealer is also a heavy user of 
direct mail. This takes the form of 
appliance literature, air conditioning 
pamphlets, or heating literature, with 
which he bombards the prospect un 
ceasingly until he gets some form of 
action. 

“We usually pick out 
who we know is interested in mod 
ern living, and keep after him with 
mail and literature until he is bound 

interested,” Woodman grin- 
“Eventually, we'll get results.” 


a prospect 


to get 
ned. 
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FRONT VIEW—CLOSED 


THE 
AUTOMATIC 
SHUTTER 

WITH ALL THE 
FEATURES 





priced right. 


@ There’s a Hy-Duty prop- 
erly sized for hundreds of 
jobs where large volume, 
low velocity and quiet are 
demanded—double inlet or 
single—top or bottom mo- 
tor mounting—all discharge 
positions—200 c.f.m. to 
15,000—heavily constructed 
—looks and finish to stack 
up with the best jobs and 















IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan 
operation. New heavy reinforcement strip adds strength and 
long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shroud protects shutter 
from high winds. Tie-rod, brackets and bearings inside frame, 
not exposed to weather. Special finish resists corrosion. Many 
other features. 


WRITE FOR NEW AIR-FLO CATALOG 43-B 


Illustrations and details of the complete Air-Flo line. 














A new, high pow- 
ered, quiet, direct 
driven, single inlet 
Hy-Duty blower with 
a wheel 5” diameter, 
3” wide. Immediate 
delivery, attractive 
price, suitable for a 
multitude of small air 
handling jobs. 


BLOWERS ~- ATTIC FANS + EXHAUST - PORTABLE OR WINDOW FANS 





LITERATURE AND 
ENGINEERING 
INFORMATION 


Air Conpitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. - 


DETROIT 16, MICH. 


SCHWITZER-CUMMINS COMPANY 


VENTILATING DIVISION + INDIANAPOLIS 7, INDIANA 


Fine Blowers and Fans for aver FO Years 
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CHELSEA FANS 


Comfort Cool Your Plant— Remove 
Excessive Heat, Fumes, Steam and Vapors 


win § 1 








IND—Exhaust Fan for | ?4—Root Ventilator— ' 88 — All-Purpose Fan 


i A complete weather- [ for continuous opera- 

movin large vol , : ‘ “ 
of etd Ws Soaear tight unit. Nothing I tion in moving large 
belt drive Sizes 24 more to buy—-easy to volumes of air. Direct 
re install. Belt drive. J drive. Sizes 12 to 


t 
0 GO inches. Sizes 24 to 60 laches. » 30 inches. 








Y 
4 a8 i) — } 
-) AA — Utility Fan for aaieien eee DUB — Heavy Duty 
equalizing heat or ae sac into duct | General Exhauster. 
cold. Direct drive ‘ = Semev ine Screened. Portable, for ; 
Guard—front and back. ee ane Nees. Cer over ail shop use H 
\ drive. Sizes 16 to 36 i : 
Sizes 20 to 24 inches. q inches Sizes 18 to 30 inches. 


Explosion proof motors with non-sparking blades available 

for all popular sizes. Write Dept k-2 for industrial bulletin 

No,864 describing fan applications, fan uses and other per- 

j tinent information, and for catalog on Industrial Fans. 

| Charter member of the PROPELLER FAN MANUFAC- 
TURERS’ ASSOCIATION. 


CHELSEA FAN & BLOWER CO., INC. 


1206 GROVE STREET, IRVINGTON, NEW JERSEY 
































CEILING SHUTTER 


with Mercury Switch . . . for Attic Ventilation 


HAS 


2 


SAFETY 
FEATURES 


he “Celo” Type Ceiling Shutter introduces two im- 
portant safety features in attic ventilation. FIRST, it 
synchronizes the starting and stopping of the fan with 
the opening and closing of the shutter. SECOND, it pro- 
vides automatic closing of the shutter and automatic 
stopping of the fan in case of fire. 


Built in square sizes by the inch from 24” x 24” to 
48” x 48”, and in rectangular sizes from 12” to 48” 
wide, and up to 72” long. Also supplied without mercury 
switch, if desired. 


ELGO SHUTTER & MFG. CO. 


2738 W. WARREN DETROIT 8, MICH. 
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Mertland Automatic Electric Water Heaters are individually tested 
. . . AFTER heating elements and thermostat wells are installed... 
under 300 pounds hydrostatic pressure. Again, each individual 
COMPLETED heater is given a special, rigid test with compressed 
air just before crating. Mertland working pressure is guaranteed 
150 pounds and you can depend on it, they will take far more than 
guaranteed. Mertland builds 'em careful . . . and builds ‘em right! 

You know it’s the truth, that folks are shopping around for value 
today. And that is just what the Mertland dealer can give them... 
point for point quality . . . at prices that make sense to your cus- 


tomers and make profits for you. 


HIT THE TARGET 
IN TWO PRICE BRACKETS 


STANDARD MODELS FOR BUDGETEERS. 


Gn MODELS WITH 10 YEAR WARRANTY 


AND FACTORY INSTALLED MAGNESIUM ANODIC ROD. 


COMPLETE LINE...10 TO 100 GALLON CAPACITIES...SIZES AND SHAPES FOR EVERY 


DEMAND...TABLE TOP MODELS 35 AND 45 GALLON CAPACITIES. 


OTECTED FROM 
CORROSION BY 
ae i= 


MAGNESIUM 


ANODIC " M. M. HEDGES MANUFACTURING COMPANY, INC. 


ROD ui MEMBER OF NATIONAL ELECTRICAL MANUFACTURERS ASSOCIAT 
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30W28 TWO SPEED 
WINDOW FAN. 
Dimensions: 30x 30” 
x 5%” deep. Free de- 
livery: 4946 — 2854 
CFM. List Price 


48” ATTIC A aH f $98.75 plus tax. 
BASEMENT EXHAUST 


Westinghouse or G. E. 

Motors. Available in 2 or 34 

HP. 8 speeds. Free Air Delivery: 

Y2 HP: 12934 — 18526 CFM List $175.80 
34 HP: 13506 — 19350 CFM List 204.85 

















C E& Ee we Conditioning ‘fan Go. One, 


Phone CRescent 1711-2 1591-1621 DeKalb Ave., N, E. 





Atlanta 6, Georgia, U.S.Al 
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STURDIEST POSSIBLE CONSTRUCTION 


EASE OF INSTALLATION AND MAINTENANCE 


ADAPTABILITY TO ALL TYPES OF MOUNTING 





MANUFACTURING CO. 
— ATLANTA,GA. 


‘GIBSON MANUFACTURING COMPANY 1919 PIEDMONT CIRCLE, N. E. ATLANTA 
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Any way you look at it, a poor wiring system cuts 
lighting efficiency . . . causes headaches for plant elec- 
tricians and maintenance men as well as for produc- 
tion workers. 

Improving plant lighting and reducing maintenance 
costs are important functions of General Electric 
wiring materials. Exciting new products and a full 
line of old standbys make General Electric the right 
choice for every wiring requirement. 


NEW G-E REMOTE CONTROL wiring puts switches for 
various lights in many convenient locations. Master panel 
can be located at production head’s desk. Banks of switches 
can also be located at convenient points in the shop for 
local control. This flexible, new wiring system also permits 
control of any or all lights from distant locaticns, such as 
other offices or a master-control point. The G-E remote 
control wiring system makes multi-point switching eco- 
nomical and easy to put in. 


2. G-E REMOTE CONTROL wWiRE—lightweight, with two or 
three conductors—was specially designed for remote control 
wiring. This trim-looking wire can be installed either con- 
cealed or exposed—makes a neat installation when it’s run 
along wall surfaces. It permits remote control switches to 
be placed practically anywhere. The use of a low-voltage 
relay makes this small-size wire practical. 


>» AVA POWER CABLE is a natural for bringing in power to 
a high-level lighting installation like this. And, when you 
think of power cables, think of General Electric Deltabes- 
ton* cables. They'll save you maintenance grief, because 
they’re built to beat ambient and operating heat. They can 
*Trade-mark Reg. U.S. Pat. Off. 
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help you save space, too, because they are designed to 
carry more current than ordinary cables of the same size. 


4, TYPE TW WIRE is recommended for installation in race- 
ways. Smooth-finished G-E Type TW can be cut and 
stripped with little effort—pulls through conduit easily 
when wiring changes are necessary. Small diameter and 
long life are features of this G-E thermoplastic wire—use 
it to help your wiring system stay modern. 


5. CONDUIT, of course, should be General Electric “White” 
—the rigid conduit that’s hot-dip galvanized for extra pro- 
tection. High-grade steel—galvanized inside and out, and 
lacquer-coated—gives you maximum wiring protection 
with a minimum of maintenance. Remember to specify 
“G-E White.” 


Your distributor of General Electric construction materials 
can supply you with any of these materials, or with any of 
thousands of other items from the General Electric line. 
For more information, contact him, or write to Section 
K17-724, Construction Materials Department, General 
Electric Company, Bridgeport 2, Connecticut. 
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